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The Cream Is in 


If you ever lived in the country, you probably have had the experience 
of nestling your head against the warm side of a red cow, the while balancing 
yourself on a one-legged stool as you directed two alternate streams against 
the bottom of a tin pail gripped tightly between your knees. And you remem- 
ber the admonition to make a thorough job of it—‘“for the most cream is in 
the strippings.” 


In the life insurance business we face a like necessity. Ther: is a cer- 
tain volume of business that comes to an agent without much exertion, and 
is apt to be worth little more than the activity required to produce it. After 
the easy business is exhausted, then continued persistent effort brings the 
business that makes an agent successful and prosperous—for the cream of 
the territory is in the “strippings.” 


The Peoria Life is known for the help and encouragement extended to 
its agents to get the “strippings” of their territories. Policies are issued at 
all ages, to women as well as men, on participating and non-participating 
plans, for both standard and impaired risks. Thorough service to policy- 
holders supplements cooperation with agents. Stimulating campaigns at fre- 
quent intervals inspire Peoria Life agents to realize their full possibilities— 
to get their share of the “hard-to-get” business which is the basis of big 
success. 
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PEORIA LIFE INSURANCE COMPANY—PEORIA, ILLINOIS 
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Our Trade ~Mark 














LIFE INSURANCE P4ys /NHERTTANCE TAX 


ILLINOIS MANAGERS WANTED 


At Bloomington — Freeport — _ La Salle 
Elgin — Peoria — Springfield 


Also some fine General Agency openings in 


Eastern IOWA and Eastern MISSOURI 


LIBERAL CONTRACTS—STANDARD and SUB STANDARD Risks 


ESERVE LOAN LIFE 


INSURANCE COMPANY 
INDIANAPOLIS, INDIANA. 
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The growing structure of our new Home 
Office building is beginning to attract 
the attention of the general public, and 
is further confirming public confidence 
in the permanence and integrity of this 
institution. 


“Integrity in administration, care in the selection 
of business, unusual investment opportunities 
and a rigid adherence to the soundest principles 
and practices have been contributing factors in 
attaining its present high degree of excellence.” 


The above statement about the com- 


pany, taken from the insurance press of 


January, 1918, carried out through 
subsequent years has made possible the 
rapid growth of this institution and the 


Beginning to Attract Attention 


erection of this magnificent Home Office 
structure 


The Kansas City Life Insurance Com- 
pany bases its claims to public confi- 
dence upon the service it has rendered, 
and is rendering to the public through 
the protection afforded by its 120,000 
policies and the development of industry 
made possible through the investment 
of its $30,000,000.00 of assets 


Men of character, vision and ability, 
attracted to this company by its out- 
standing policies*are continually finding 
a place in our agency organization, 
thereby increasing and enlarging its 
service. 


KANSAS CITY LIFE INSURANCE COMPANY 


KANSAS CITY, MISSOURI 


J. B. REYNOLDS, President 














THE NATIONAL UNDERWRITER 





April 10, 1924 

















To Part-Time Life Insurance Men 


If you have any self-respect, or if lacking in that, any appre- 
ciation of the fitness of things, there are certain life insurance 
companies which you should not represent because of the harsh 
criticisms of part-time men which have either emanated from their 
Home Offices or have gone unchallenged by them when their 
Branch Managers or General Agents have publicly condemned 
you as parasites, blisters and ignoble ignoramuses. 


The ILLINOIS LIFE INSURANCE COMPANY is not 
only the sponsor of but encourages the employment of part-time 
men. At the 1921 meeting of the American Life Convention, 
the Chief Agency Officer of this Company delivered an address 
on “The Part Time Agent and His Place in Our Business.” 


If you are a part-time life insurance man you should secure 
a copy of that address because you will have more respect for 


yourself after reading it. 


We offer full-time opportunities to legitimate part-time men. 
By /egitimate part-time men we mean men who honestly create 
and c/ose business the compensation paid for which is received by 


and retained by them. 


ILLINOIS LIFE INSURANCE CO. 


CHICAGO 


JAMES W. STEVENS, Founder 


GREATEST ILLINOIS COMPANY 


ILLINOIS LIFE BUILDING 1212 LAKE SHORE DRIVE 
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PLANS FOR CONVENTION 
IN TENTATIVE FORM 





Proposition Is to Have Four Morn- 
ing Sessions at Los Angeles 
Meeting 





TOPICS NOW SUGGESTED 





Business and Life Income Insurance, 
Estate Administration and Sales- 
manship Are to Be Discussed 





NEW YORK, April 9.—The program 
committee of the National Life Under- 
writers Association in 
schedule for Los Angeles departs this 


planning its 


U. S. CHAMBER OF COMMERCE'S 
RECOMMENDATIONS ON INSURANCE TAX 


HE insurance advisory com 
of the United States Chamber oi! 
Commerce has been making an ex 


niittec 


| haustive study of insurance tax. It has 


year from the hypothetical case method | 


that has occupied considerable atten- 
tion in the last two conventions at least. 
However, it will build each session 
about a central theme. The regular ses- 
sions will be held Tuesday, Wednes- 
day, Thursday and Friday mornings of 
convention week. There will be one af- 
ternoon session, that being on Wednes- 
day, being given over to the considera- 
tion of life insurance educational facili- 


ties. For instance, there will be dis- 
cussed that afternoon, company and 
general agency training schools, the 
courses in the educational institutions, 


the Y. M. C. A. courses, correspond- 

ence courses, and any other method that 

is being pursued in the better training 

of life insurance salesmen. Then there 

will be discussion on supervision. 
Business Insurance 


The theme for Tuesday morning ses- 
sion will be “Business Insurance.” Con- 
crete examples will be presented, show- 
ing where business insurance has actu- 
ally helped out certain concerns. Other 
examples will be shown where business 
insurance would have helped concerns 
at the time of death of an important 
member of the enterprise. It is likely 


that President Head of the American 
Bankers Association will give an ad- 
dress at this session. The various ar- 


guments for business insurance will be 
presented and the methods of attacking 
business enterprises be suggested. The 
plan is to furnish arguments and meth- 
ods for meeting the demands of medium 
sized and small concerns as well as large 
ones. 
Life Income and Salesmanship 

The Wednesday morning session will 
he given over to life income insurance 
The main program will be followed as 
in business insurance. It is planned to 
get actual examples of where monthly 
income has been the salvation of a fam- 
ily and it will be pointed out just what 
kind of a policy has been effective. The 
arguments for selling the policy will be 
advanced, methods of closing and sug- 
gestions as to presentation 

Thursday morning will be 
given over to “Salesmanship.” That 
will be one of the most interesting of 
the symposium. It is intended to have 
answers to the most common objections 
given by men who have been through 
the mill Furthermore there will be 


session 





| just made a report 


This report does not deal with taxes 


which insurance pays in common wit 
other forms of business. It is devoted 
entirely to special taxes placed only 

insurance service Special taxation 
the committee holds, should be | tec 
to such a total as will adequately s 

port the state’s insurance departmental 


supervision. Any excess is unjust 


that it is levied on only a portion of the 
public and is discriminatory against 
those who believe in thrift and prote¢ 
tion and is wasteful in that it is obtaine 
at a collection cost far beycnd that o 
regular taxes. For the policyhold 

benefit these evils should be correcte 


The following specific recommendations 
are made toward this end 
‘* * «& 
I. While 
mittee does not 
justice of the 


the insurance advisory con 
believe in the equity or 


present system ot pre 


mium taxation, it nevertheless thinks 
this system may have to be continue 
lor some time to come In this event 


the committee believes 


1. There should be a material red 
tion in the amount of premium taxes 
collected As indicated above, these 
“should be hmited to such a total as 


will adequately support the state's insur 


ance departmental supervision 

2. In fire and casualty insurance, r 
insurance and returned premiums, di 
dends to policvholders and losses shou 
be deducted from gross premiums |! 
fore the rate of taxation is applied to t 
premium income 

3. In life insurance, reinsurance, cas! 


and applied dividends to polic 
matured losses, endowments and cas! 
surrender values should be deducted 
from gross premiums before the rate o 


various meth 
to bring the 


talks on how to close, the 

ods of approach and how 

interview to a climax 
Friday morning session will be given 


over to “Estate Administration.” This 
will have to do with writing insurance 
for inheritance taxes, estate taxes and 


other death demands. Again the com- 
mittee will gather together concrete in- 
stances of where life insurance has 
played a leading part and solved a num- 
ber of problems along estate conserva- 
tion lines. 


SUN LIFE MAY GET BUSINESS 





Shareholders of Northwestern Life of 
Winnipeg To Be Represented 
in Liquidation 


WINNIPEG, MAN., Apr. 8 An ap 
plication was made this week by counsel 
representing the shareholders of the 
Northwestern Life Assurance for a stay 
of proceedings in connection with the 
hquidation of the pany Counsel 


representing the liquidators had no ob 


com 


jections to offer to the counsel for the 
shareholders being appointed by the 
court to look after the interests of the 








taxation is applied to the premium 
ce 
+ The ab ¢ method ol taxa 
should be ide uniform throughout the 
country 
* * * 
I] The insurance advisory co t 
tee tl s it highly desirable to have the 
] 2 icenses taxes and tees con 
solidated into a single payment 
l License taxes 
Taxes tor hliu ls te n 
| tees 
4 rire taxe 
5 re dey ent eli ‘ 
t Vcc 3" d ers hice s¢cs 
; Retaliatory taxe 
s Municipa licenses ! taxes rel 
e t hire sur ce 
(Jt rt ine Ss tees, § 
c¢ 1! supp t Ww sal c ¢ rps ct 
he ot the § ale pay ent t 
rt ( the erous state ( irgecs 
ve F th ad she vlc ' : e } re eT 
t tie correspo j i tranchis ‘ 
pit st k tax levied ipo! other s 
ess corporations 
ba > 
Il] It is re mended that the state 
sur é ¢ ent be supported 
itio if thi leg Siat ‘ 
oO the ! erous types ol 
t > { > | t > t t ot wi 4 
S et rece ‘ | j ‘ s t¢ 
s ( T ‘ s i | ] ¢ 
‘ side I s Vice rga ‘ 
the t i cans revenue 
> 
1\ ] 4 ne ] e) it > ! the re< 
el ed it ord y ‘ lh, , y ; 
tie ‘ n rehet tro e g uns 
1 disc natoryv me 8S ot taxati 
1 spec ] cor ttee « the ac sory ct 
ittee be appointe t ulate plans 
r the creation of a etter understar 
of the surance taxation proble 
; OY legislat s and olicvholders. or some 
| other means t that ¢ 1 d pted 
shareholders so as to be in a position to 
have a voice in all future proceedings 
dt xamine any offers made for the 
purchase of the business 
It has been reported that the Sun 
ite has made an offer for the purchas« 
of the business of the company. The 
rrovincial treasurer has agreed that in 


the shareholders putting 
protect Manitoba policy- 
will issue a license to enable 
carry on business in 


he event of 
1p $50,000 to 
holde rs, he 
the company to 
| Manitoba 


The case will be further considered 
her } 


when the proposal for the sale of the 
nsurance of the company comes before 
the court, the counsel for the sharehold 
ers being asked to have all plans on be 
half of the shareholders to take the com 
any out liquidation cut and dried for 
resentation at that time, so that a de 
ision could be arrived at as to the fu 
ture disposition of the company. 


Penn Mutual Agency Meeting 


The annual meeting of the agency 
t the Penn Mutual Life will 
be held this vear at the Greenbrier ho 


Iphur Springs W Va., 





, whether or 


EFFECT OF TAXES ON 
POLICYHOLDERS SHOWN 


Important Report is Made By In- 
surance Division of National 
Chamber 


INJUSTICE POINTED OUT 


Insurance Companies Have Levies of 
Numerous Kinds Made on Them 


by Various States 


i ‘ { cr ol ( oF cTce 2 | ine 
i States ins divis has 
ce i rn | itle on t taxes 
uri the eal he rey t will be 
t the i l ect g of the Na 
il Chamber at Cleveland so that the 
‘ n yers can see t how they 
ré lized t ig lirect taxatior 
s is the tax load natural! is 
shifted t the p l 
| 
T} rt st s that there is a total 
t ( t ty i the various 
States ot st ypes a rate ( tax 
L the 1 ttee States t t was amazed 
the ki s nad varieties ¢ measures 
ed t ise 1 ey tro p hey lders 
the tirst place it ds that suranc 
xed in « } er bus css 
the wa cr tax feds il i 
{ st te { | tr ut I 4 I 
t eK capital stock tax, registra 
t tax ] ldition surance pays 
‘ taxes, su is a premium tax, | 
censt tax tax or hil ‘ i il state 
nts, publication fees, examination 
tees, fire marshal tax, fire department 
ind reliet fund tax, agents’ and brokers’ 
icense fees, retaliatory taxes and mis 
cellaneous taxes of various kinds 
Ihe insurance section calls attention 


} 
to the tact that the fire companies op 
York on the stock plan 
taxes 106 percent of the 


to stockholders, while the 


dividends 


casualty 


companies pay 114 
Amount Paid in Premiums 
rhe policyholders paid for premiums 
t 1922 
For life insurance $1,600,000,000 
Fire insurance and allied 
lines 1,000,000,000 


500,000,000 


insurance 


Incomplete returns for the year show 


that the taxes amounted to $44,042 215 
The committee says that the states not 
‘ vy impose these taxes o1 olicvhold 
ers, but also make the pay the lle« 
tion expense 
Tax on Premiums 

The c mittee says that tl nost ul 
st special tax is the premium tax. I) 
some States it s based oO gross pre 

ums and others on er less returt 

d reinsurance premiums. Other states 

e different methods of determining 
the basis of premiun taxation The 
ommittee says that to be compar able 
the tax on industrial plants or mercan 
tile establishments should be on gross 


The premium tax must be paid 


not a company is operating 


sales 





at a profit. Therefore it is often levied 
on losses and indebtedness. 
Injustice Is Pointed Out 
The committee shows that the tax 


levied for life insurance premiums is un- 
just because the higher premium policies 
therefore pay a higher tax. The pre- 
mium rate is higher on industrial than 
ordinary insurance and hence the tax is 
higher. The same plan holds good all 
along the line. The manufacturer hav- 
ing the higher rated risk pays a larger 
amount of indirect tax because of the 
premium tax. 

Again the report points out the dis- 
crimination among policyholders in dif- 
ferent states where varying rates of 
premium taxes are collected, The policy- 
holders in states with the lower rates 
of tax must contribute to pay the taxes 
in states where the rates are higher. 

No Uniformity in Method 


The rates as to license tax, tax for 
filing annual statements, agents’ and 
brokers’ license, vary in different states 
Another way the insurance companies 
are mulcted is by publication fees. There 
are various requirements about publi- 
cation of annual statements and other 
legal requirements all of which are use- 
less. Then companies are taxed on their 
premiums to support the state fire mar- 
shal. It is a general service to all prop- 
erty owners. Those who are not policy- 
holders profit just as much as those 
who pay premiums. 

Special taxes are levied to create 
funds for firemen’s relief and pension 
funds. This is something to which all 
should contribute, regardless of occu- 
pation. One group is thus singled out 
to pay for an expense that is beneficial 
to all. 

Retaliatory Tax Commended 


The committee commends the retali- 
atory tax because under this method any 
favorable treatment received by a do- 
mestic company in other states 1s recip- 
rocated and the taxes and restrictions 
are modified to the companies of those 


states whose laws accord to the do- 
mestic company treatment less expen- 
sive or less severe than the law which 


the initial state prescribes for the con- 
duct or government of companies in 
general. 

The report says that it has been con- 
servatively estimated that the cost of 
collecting this great variety of taxes on 
insurance high as 15 to 20 
percent 


runs as 


Big Contribution to General Fund 


The report states that out of every 
dollar collected by the state insurance 
department, less than 5 ceénts is spent 
for service to policyholders. The re 
maining 95 cents goes to the general 
fund of the state and is spent as it sees 
fit, but not for the benefit of the policy- 
holders as a class. The report makes 
this observation: “This seems to the 
committee to be unjust since it singles 
out for extra taxation, the particular 


task which has already paid taxes im- 
posed |} the state for the general wel- 
fare 
Tendency Is Pointed Out 
The com: shows that the tend- 





ency is growing to use the special taxes 
surance as a source oi 


fron wT 


cc llec te d 





general revenue rather than for service 
to policyholders. It gives the percent 
ages showing the relative portions ex- 
tended for service to policyholders by 
vears since 1915 1915, 8.09 percent; 
1916, 7.05 percent; 1917, 7.11 percent; 
1918, 5.67 percent; 1919, 5.08 percent; 
1920, 5.04 percent; 1921, 4.73 percent: 
and 1922, 4.79 percent According to 
the figures rece ai in reply to the ques- 
tionnaire sent out to the insurance de- 
partment the special taxes in 1922 were 
found to be more than twice as great as 
Premium Payers Affected 

State rs, the report says, find 
t reasingly difficult to provide met} 
od if revenu They view insurance 
cor nies as ge aggregations of capi 
tal from whicl ! ome indefinable way 
the ‘ bstract a large amount of 
revenue without ffecting the public 





THE N ATION: AL 


‘MERGER Is APPROVED 


DES MOINES CONCERNS UNITE 
Des Moines Life & Annuity Takes Over 
Preferred Risk; Shambaugh in 
Charge as President 





DES MOINES, IA., Apr. 8.—The 
merger of the Des Moines Life & An- 
nuity and the Preferred Risk Life, voted 
some weeks ago, has been approved by 
the state insurance board and the de- 
partment of insurance and plans are be- 
ing matured for a vigorous campaign 
for business. 

A, L. Hart, former president of the 
Des Moines Lite & Annuity, 
an interesting life insurance record dat- 
ing back to 1900, at which time he was 
a solicitor for the New York Life from 
the Sioux City branch. He was a big 
personal producer and still enjoys get- 


possesses 


ting the name on the dotted line. Dur- 
ing his first year with the New York 
Life five prizes were offered to Iowa 
agents for largest number of applica- 
tions, new agents first filling allotment, 
largest volume, etc. Mr. Hart won all 
five prizes, 


Has Had Varied Experience 


In 1905 he became agency director 


for the Royal Union at Omaha. He was 
with that company for ten years and 
then became associated with O. E. Mc- 
Cartney, a former Iowa banker, in the 
organization of the Oklahoma Life, with 
which company he remained until it 
had $10,000,000 of bysiness in force. He 


came back to Iowa a agency supervisor 
of the Western Life. 

In May, 1918, he became supervisor 
of the Des Moines Life & Annuity. At 
that time the company had less than 
$500,000 in force. He was elected vice- 
president in 1920 and in 1922 succeeded 
A. T. Bennett as president. At the time 


of the merger the Des Moines Life & 
Annuity had $15,000,000 of business in 
force and assets of $1,500,000. 


Mr. Hart retires as head of the com 


bined company, being succeeded by 
J. J. Shambaugh who was connected 
with the Preferred Risk Life as presi 
dent. 

G. W. Anderson was added to the 
executive committee at the meeting 
\. L. Hart, retiring president, has taken 


Life 


manager 


the Northwestern 
general 


a position with 
of Omaha as agency 
— 


Mantz Is Secretary 





Mr. Hart has had as “right hand 
nan” Paul N. Mantz, secretary, prob- 
ably the youngest secretary of an in- 
surance company in Iowa. Mr. Mantz 
is secretary and actuary of the consoli- 
dated companies which continue under 
the name of Des Moines Life & Annu 
ity 

In 1922 the company’s mortality rate 
of 11 per cent was the lowest of any | 
company in the United States of sim 
ilar or larger size and in 1923 14 per- 
cent 
They do not realize that a large portion 


and held 


consti- 


of the funds are legal reserve 
liability These reserves 


as a 





tute a fund to pay claims. The greater 
the special taxes levied on policyholder: 
the smaller will be the proportion of 
the policyholders’ dollar which goes into 
the fund. The report says that taxes 
levied on insurance are in fact placed 
on the necessary expenditures of policy- 

holders. The result is a decrease in the | 
amount of protection which the policy 

holders’ premiums will pay 

In case of property insurance the ma- | 

ior portion of the premium is used to | 

] ‘ Taxes. therefo re ure levied | 

on moneys which go to reimburse those | 

suffer from loss. They may thus | 

ly ‘ nsidered taxes of ! isfortune | 

Life Insurance Svecial Taxes 

] 

In life insurance, special taxes reduce | 


the amount of protection possible 
(CONTINUED ON PAGE 24) 


or a 
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LARGE LOAN WAS MADE 





BIGGEST WEST OF NEW YORK 





Northwestern Mutual Life Arranges to 
Advance $17,000,000 to Erect Pal- 
mer House in Chicago 





The trustees of the Potter Palmer 
estate in Chicago have received a loan 
of $17,000,000 trom the Northwestern 
Mutual Life for the construction of the 
new Palmer House in that city that is 
expected to cost about $15,000,000. Pro- 
vision also has to be made for refund- 
ing a present loan of $1,250,000. The 
loan was negotiated by William Scott 
Bond, loan agent of the Northwestern 
Mutual in Chicago. It runs for 20 years. 

This is said to be the largest building 
loan ever made west of New York City, 
and one of the largest ever made in the 
country. The largest previous loan in 
Chicago amounted to $12,000,000 on the 


new Straus building. This was a bond 
issue at the rate of 6'4 per cent. The 
next largest loan was on the Stevens 
building, made at 6 per cent. The new 


Palmer House is to replace the old hos- 


telry, which has been a land mark in 
Chicago for a long time. 
Security for Loan 


for the loan is the larg- 
loop district of Chi 
cago and is valued at $35,000,000 by Mr. 
Bond. the loan agent. The land is con- 
sidered at a valuation of only $20,000,000, 
in the estimate on the 


The security 
est holding in the 








how ever. cost ot 
the hotel. 

Four miles of corridors and three and 
one-half acres of window glass are 
called for in plans for the new Palmer 


house. The proposed hotel will contain 
2268 rooms, 68 more than the Hotel 
Pennsylvania in New —_ the largest 
hotel in the world. The 21,500,000 cubic 
feet of construction in the proposed 
building will make it second to the 
Marshall Field store group and_ the 
Equitable Building in New York as the 
world’s largest building. The new build- 
ing will cost $17,000,000, the estimated 


cost of furnishings is $3,000,000, and the 
value of the land is $20,000,000, making 
a total investment of $40,000,000 

An interesting feature of this loan is 
that it bears 5% per cent interest. The 
assumed interest rate of the Northwest- 
ern Mutual being 3 per cent this means 
that 2 percent or $425,000 excess in- 
terest earnings are credited on this ac 
count each vear on this loan, 

\nother feature is the low expense 
rate on this loan. The Northwestern 
Mutual's loan agent in Chicago being " 
salaried man, no commissions are paid 
on the mortgage and there is no greatet 

in examining abstract of title, ete 
than on a small loan 

\s an official of the company 
This loan, as compared with the 
of smaller loans. is one of especial ad 


cost 


puts it 


cost 


vantage to the policyhol lers Reckon 
the usual costs, including commissions 
pavable in many cases, of 17,000 loans 
or S10,000 each or, 1 you choose, 1,700 
loans of $100,000 each, and you will 
readily comprehend why we feel so sat 
isfied with this transaction As the 
land on which the hotel is to stand is 
valued at $20,000,000 and the building 
will cost $15,000,000, the security cannot 


be questioned.” 
Money Not to He Cheaper 

It is not important that this is the 
largest real estate loan that has ever 
been made west of New York or that 
other important real estate loans have 
been made at a higher rate of interest. 
This loan attracts attention for the rea 
son that it commanded a rate as high as 
the rate established for many loans se 
cured by much less attractive security 
and with a smaller ratio of equity to 
protect them It also indicates that 
there is not likely to be any materially 
cheaper rates for monev, tor many vears 
to come, than exist today No one will 
attempt to say that the trustees of the 
estat« ot Potter Palmer are not wise 


business men 
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PLAN Is NOT FAVORED 


NO DEMAND FOR THE MEASURE 


Senator Carroll Introduces a Bill in the 
New York to Limit Salaries of 


Officials 

NEW YORK, April 9.—Lite under 
writers here do not take seriously the 
bill offered in the state legislature by 
Senator Carroll, limiting to $75,000 the 
salary that any life company may pay 
to its president or other officer or di- 
rector. What inspired the submission 


is a matter of conjecture, 
there has been no com- 
policyholders regarding 
company officials 


of the measure 
for certainly 
plaint trom 
salaries paid to life 


The number of executives in the busi- 
ness receiving a salary of the sum 
named is confined to one or two, and 


writing millions of 
each year, so 


companies 
new insurance 


these in 
dollars in 


that the percentage charge per thou- 
sand of insurance is infinitesmal. Con 
sidering the importance of the interests 


entrusted to their care; the complexity 
of the problems with which they are 
constantly confronted, and the serious 
results ‘that would follow an error of 
judgment, life company officials com 
pared to ‘the chief executives in other 
lines are underpaid. Were they to de 
sert the business their financial re 
muneration would he far greater 


President Kingsley'’s Views 


Darwin P. Kingsley, president of the 
New York Life, in an address before the 
Association of Life Insurance Presidents 


in 1922, said in part, “In our business 
some few agents may accumulate for- 
tunes of a considerable size, but execu 
tives of the right kind, never Facing 
the need for executive material we may 
well ask ourselves, what lure has life 
insurance that should hereafter attract 
young men possessing executive ability 
of the first order? Obviously. not so 


much as that which draws men into law 
and medicine where, in addition to the 
satisfaction of skilled service rendered 
tc the world, considerable fortunes are 
sometimes accumulated. If a man would 
become a life insurance executive, head 
of a company, however great, he must 
undertake the work primarily because 
he would serve his fellows. Unless this 
idea grips him, and grips him hard, 
when he reaches the age of 30 or 35 
and begins to emerge as a figure in the 
world, banking or industry will come to 
him with alluring offers and he 


will be 
drawn away, and a process of selection 


against our executive average will in- 
evitably follow.” 
Publicity of Income 
, — 
In its annual reports the New York 


insurance department publishes the sal 


aries of all life company executives 
agents or other emplovees receiving 
$5,000 or more a year. Some time ago 


mild agitation that the limit 
other emolument to any in 


there was a 
of salary or 


dividual be limited to $100,000, but no 
action resulted Business men realize 
that an executive might be cheap at 
$100,000 or dear at $5,000; and that his 


institution must be meas 


accomplishment 


worth to an 
ured bv his 


National Association Brochures 
Life insurance field 
to excellent advantage 
brochures issued from 
during the past few 
National Association of 
writers, and the call 
copies is emphatic and 
last of the has 
lished and there is every 
it will be as widely read 
that preceded it The titles of 
brochures are as here given: 
Function of Life Insurance as a Credit 
Stabilizer”; “Joint Life Insurance and 
Trust Company Service”: “Life Insur 
ance and Church Finances”; “Life In 
surance and College Finances” “Life 

Insurance and Charities.” 


have used 
series of 
time to time 
months by the 
Life Under 
for additional 
constant The 
now been pub 
indication that 
those 
the 
“The 


men 
the 
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LIFE 


LITTLE GEM CHART IS 
NOW BEING DELIVERED 


Standard Reference Book of Life 
Underwriters Off the 
Press 


HAS MORE IMPROVEMENTS 


Year’s Vest-Pocket Edition Is 
Most Practical and Compre- 
hensive Issued 


This 


The twenty-second annual edition of 
the Little Gem Life Chart, for 1924, 1s 


now being delivered, the first copies 
having come from the bindery this 
week. The edition is so large that it 


will take several weeks to make all the 
deliveries but they will go out rapidly, 
the work done by one of the largest 
and best equipped printing houses of 
the middle west. The larger book, the 
Unique Manual-Digest, will appear one 
month later. 


Now Standard Reference 


Chart has be- 
agent’s vest- 


rhe Little Gem Life 
come the standard life 
pocket book. It is the last word in 
typography, compilation and accuracy. 
Although it comprises 672 pages, nearly 
300 pages larger than other similar 
books, it is so printed and bound that 
it is still a vest-pocket book. 

The fact that the Little Gem contains 
a five-year financial and insurance ex- 
hibit of all companies in the country, 
including the Jan. 1, 1924, statements, 
thus being the first book showing an- 
nual statements to be published each 
vear, is, the publishers feel, a remark- 
able achievement, when it is considered 
that this is the only vest-pocket book 
which gives such information in addi- 
tion to that on policies, premiums, rates, 
dividends, values, net costs, etc. All the 
1924 dividends and net costs are shown 
notwithstanding that several companies 
do not begin their dividend years until 
later in the year. 

Is Practical Working Book 


One of the features which has made 
the Little Gem so popular is the fifteen- 
year dividend and net cost showing at 
eight ages. No other book shows more 
than four ages. By showing eight ages, 
25, 30, 35, 40, 45, 50, 55 and 60, the 
Little Gem becomes not merely a book 
showing sample dividends but a prac- 
tical working book for all ages. 

This year a new net cost showing is 
made, analyzing the net cost, showing 
four ages for 15 years, eight ages for 
10 years, with and without cash values 
deducted, both on actual history and the 
present dividend bases. Averages are 
made with and without cash values de- 
ducted 


Covers Nation's Leaders 


The Little Gem shows the 100 most 
important companies doing business in 
the United States. Usually, this is based 
on the amount of insurance in force, but 
where a company is doing business only 
in one state, it is omitted from the cal- 
culation Also, where a company is 
writing an unusually large amount of 
new business, even though it may not 
have quite so large an amount of insur- 
ance in force, it is included. The fac- 
tors of territory covered, new and old 
business written, are considered. The 
publishers make their selection of com- 
panies to be included in the Little Gem 
on a basis which is fair and just, and 
no favoritism is shown. Furthermore, 
in its five-year financial and insurance 
exhibit of all companies, no company is 
without representation in the book. 
There are, as a matter of fact, many just 
as good companies not in the Little 
Gem, as those which are shown. Spe- 
cial announcement is made in the Little 
Gem that limitation of size prevents in- 
cluding many good companies, but that 





TO DISCUSS TAXATION 
NATIONAL CHAMBER'S RALLY 


Subject Will Be Discussed From Differ- 
ent Standpoint by Experts in the 
Insurance Business 


The annual meeting of the Chamber 
of Commerce of the United States will 
be held in Cleveland May 6-8. The 
meeting of the insurance section will 
take place at 2 p.m. May 7, at the Cleve- 
land Hotel. The insurance advisory 
committee of the Chamber of Com- 
merce has been considering the problem 
of special state insurance taxes during 
the year. It has submitted a detailed 
report and made recommendations to 
the executive officers with the request 
that they be referred to the general 
meeting of the National Chamber for 
consideration. The officers have granted 
this request. The National Chamber 
has sent out the report to all the organ- 
ization members throughout the country 
The insurance section in its analysis of 


the tax situation has brought out the 
injustices to policyholders which are 
found in many states. 


Program of the Meeting 


The insurance session at Cleveland 
will be devoted to this subject in order 
that the national councillors represent- 
ing various organizations at the annual 


meeting may attend and learn at first 
hand the detrimental effect of these 
taxes on the premium paying public 
The program of the insurance group 


session is as follows: 


H. A. SMITH, CHAIRMAN 


1. Insurance Service 1923-24 H \ 


Smith Chairman Insurance Advisor 
Committee: President, National Fire f 
Hartford 

2. State and Special Insurance Taxes 
H. P. Dunham, insurance commissioner 
of Connecticut, Hartford, Conn 

3 Life Insurance Protection and 


Affected by 
Rhodes 


Sav 
ings as Special insurance] 
Taxes, E. E Vice-President, Mu- 
tual Benefit Life 
4 Property and Casualty Insurances us| 
Affected by Special Insurance Taxes, A 
I. Vorys, attorney, Columbus, © 

5. Discussion and Resolutions 


may all be found in 
book, the Unique 


these companies 
the larger companion 
Manual-Digest. ; 

Special attention has been given in 
the Little Gem to popular odd torms ot 
policies, for which information there 1s 
a special demand. There is not a super- 
fluous or poorly in the 
whole book. For past two years 
the Little Gem has been bound in real 
leather, without an increase in price 
The great the h 


selected page 


the 


increase in edition eacl 
vear shows that it is taking hold on the 
insurance public, and it is, today, with- 
out doubt, the most popular vest-pocket 
hook 

The edition this vear is increased by 
copies over last vear 

Agents who have not vet in their 
order will be wise to do so at once 
The price of the book is $2.00 per copy, 
with lower rates for qualities. Send or 
lers to THE NATIONAL UNpeRWRITER, 420 
East Fourth street, Cincinnati, O 


sent 


Bankers Life Plans Montreal Trip 


INSURANCE 








O B Tackman, assistant ge! eral 
sales manager of the Bankers Life of 
Iowa, and B. F. Mills, editor of the 
Bankers “Bulletin,” have just returned 
from a tour of inspection touching the | 
route to be taken next August for those | 
who are to attend the gold medal 
school of instruction at Halifax and | 
the Montreal school of instruction. It] 
is planned to run a special train from 
Chicago and special Pullmans will be | 
picked up along the way There will 
be a number of stops and side trips 
on the itinerary The officials from 


the home office at Des Moines will have 
a special Pullman to Chicago which | 
will become a part of the special train | 
over the Grand Trunk railway 


EDITION 
BEHA NOW APPOINTED 


NEW YORK SUPERINTENDENT 
Will Become Head of the State Insur- 
ance Department Succeeding 
Francis R. Stoddard, Jr. 


NEW YORK Apr i—James A 
Beha has beet appointed isurant 
superintendent of New York by Gover 
or Smith and will succeed Francis R 


Stoddard in that 
Mr Beha was 
Cortland New 


School in 1901 


position 


July 1 
graduated from the 
York Normal 
He then went to New 
studying law taught i 
He graduate« 
York Law School in 1903, 

I 1 that year. 
] j 


state 


was | 





counsel in the 
and the 


had some 


State 
United States courts He has 
} 1] 

nandie 

Beha was for five years a 
ninth Regiment 
Comment by 


J. J. Hoey 








of stature, Mr 
public speaker, 


tr hic 


Beha Is an excellent 
compelling attent 


i ences 


Plans Net Formulated 





War Risk Decision 


vernment war risk imsurance 





tract, the government must deduct the 
the 
soldier DY 
soldier is s 
been dischar 


such premiums 
; 


premium Irom any pay 
le government 
l in the service 
and 


refrom, a 









treated as pi such { 
leduction is if u ¢ | 
date the premiums gover 
ment owes to t unt suf 
cient to prov the premiums.—M 


tek vs U. S. Dist. Ct. of Eastern 
Illinois. Decided Apr. 1 














BROCHURE ON BEQUEST 
INSURANCE IS ISSUED 


Publishes 
Symposium From Prominent 


National Association 


Life Underwriters 


APRIL TOPIC IS REVIEWED 


Furnishes Local Associations with Ma- 
terial for Discussions at Regular 
Monthly Sessions 


NEW YORK, Apr. 7 The National 








Association of Life Underwriters has 
igain published a brochure for use by 
local associations in the preparation ot 
the I thly mee gs. the new com- 
pilat by Executive Secretary E. M 
Ensigr ve g the April topic of 
Life Insurance und Charities This 
s ce u ess or lite 

rs is outlined in detail by 
ticles from men prominent in the life 
surance world The annual financial 
cits ch generally are to be ex- 

t ill charitabk ons ut 
present systems \ tary sup- 
t sl ity of such method 





‘ t irities, thus bring- 
» use t lite surance resources 
Compatsery Contributions Needed 
ihe necessity of ¢ mpuls ry Or semi 
¢ ilsor methods of <« tributing to 
‘ i 6 uw j + . ] rt} bh 
< ! eviewed a some engtn ody 


secretary 


Mr. En 
Sign si vs that annual financial deficits 
ire t e expecte all charitable in- 
stituti _ 








ntary suy 
ted States 
t ‘ spitals 
t t 
c> > De 
e deeply erested 1 securing ade 
quate and permanent funds for their 
rk 
The second article in the symposium 
1s vy Charles |. Rockwell, director ot 
1S101 f life insurance salesman 
s t e | ers Pittsburgh, 
iscusses Life insurance the mod 
ern method ot making benetaction pos- 
sibl icles ite and erta Mr 
Rockwell demonstrates that charity and 
ende cost this country nearly 
$1,000,000,000 each year for their reliet 
‘ e a like s $ sted institu- 
s ft care those t vy serve 
says that a l it st mission 
ese stitut ns are stea creas 
‘ He s the is advan- 
S s uests 
Plan Has Many Advantages 
1 le writ w the hazards I 
‘ ritv by the stitu lite imsur- 
ct $ scussed | Lit g Wood 
lige, s il agent at Bost for the 
r nt le | ¢ it New y TK a ia le« 
t at the Harvard Business School 
Mr. W ge states that the amount 
stinat ‘ taint and mediacy t 
ent are ull guaranteed when the 
s tak t eV ably in tavor 
i | He says that 
] erty devs s merely execu 
4 <> x t ] it t c stat 
s, lite $ As stitutional 
ec t t iment 
He s} . a : i ntracts 
| ‘ > > il i th it the 
c lis t is assured 
| M. Fergus e Pacific Mu 
al I it Los Angeles has tributed 
ticl 2 new departure im be 
st insurance, tithing the estate. M 
Ferguson says that the weak point in 
cial plans churches and charit- 
abl ganizations is in failing to ob 
ta the s} ire t the money release 
y the dead 1. The policy of “giving 
while living and leaving the entire es 











6 
—- < = 
tate to heirs at death should be sup- 
planted by less selfish conception of 
stewardship. He points out that there is 
a tremendous amount of cooperation 
available through ministers and_ trust 
officers in securing this class of busi- 
ness. 
Fits Into Regular Program 


Franklyn W. Ganse, general agent for 
the Columbia National Life at Boston, 
discusses “Reconciling bequest insur- 
ance with financial programs of regular 
supporters of churches and charities.” 
He explains that the reluctance of gov- 
erning officials to sponsor life insurance 
campaigns is found to be in the belief 
that the solicitation of underwriters may 
reduce current contributions from reg- 
ular supporters. He says that experi- 
ence shows the necessity of diplomacy 
and realization that the matter is one of 
intimate trust and confidential relation- 
ship. He clearly shows that the be- 
quest insurance program is a part of the 
regular financial program and the two 
can be nicely interlocked. 

That institutional endowments to life 
insurance constitute the practical meth- 
od of benefaction is explained by E. 
Paul Huttinger of the legal department 
of the Penn Mutual Life. Mr. Hut- 
tinger explains that the premiums paid 
for insurance with charitable organiza- 
tions as beneficiaries are deductible from 
gross income in computing the contrib- 
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utors income tax, provided such premi- 


ums, together with other contributions, 
do not exceed 15 percent of the tax- 
payers income. Mr. Huttinger also 


makes particular reference to the laws 

of New Jersey and Pennsylvania as 

applying to bequest insurance 
Discusses Selling of Ideas 


C. H,. Furr, general agent of the 
Provident Mutual at Norfolk, Va., dis 
cusses the selling and advertising of the 
bequest insurance idea for charitable 
purposes. He points out that life in- 
surance has been sold as an idea for 
many years and that this new idea is 
one of the most valuable yet produced. 
Since millions of families have been 
saved from charity by means of life in- 
surance, so may charitable institutions 
be placed on firm financial foundations. 
Mr. Furr states that $1 a month placed 
with a life insurance company guaran- 
tees one of these institutions $500 in 
case at the death of the insured. In his 
discussion of the subject, Mr. Furr re- 
views the various means of selling and 
advertising this idea, particularly the use 
of literature and personal approach. 

Jay G. Sigmond, vice-president of the 
Cedar Rapids Life, contributes an arti- 
cle on “Perpetuating the Blessing of 
Giving by Systematic and Permanent 
Contribution.” Mr. Sigmond believes 
that it is fully as much the life under 
writers responsibility to see that his 
client’s obligations to charity are carried 
out after his death as it is to see that 
his coverage is ample to meet the needs 
of family and creditors. He savs a mul- 
titude of prospects can easily be inter- 
ested if properly approached, 

The opportunities for this particular 
class of insurance were outlined by W 
Grav Harris, general agent for the Un- 
ion Central Life at Worcester, Mass.. 
who sees the future of life insurance ex- 
pressed in terms of municipal welfare 
He believes that this class of insurance 
will place life insurance more tangibly 
before the public. With a human life 
worth from $5,000 to $10,000 to the 
state, he asks why each should not con- 
sider that by his removal from the com- 
munity by death, he should replace his 
life value with an equivalent fund sup- 
plied in the form of insurance 





AETNA LIFE HAD BIG MONTH 


Agents Produced $70,824,579 in March 
in Honor of President Brainard, 
Breaking All Records 


With a total of $70,824,579 in new 
business for the 31 days of March, the 
Aetna Life recorded the biggest month 
ever experienced in the 74 years since 
its foundation. This huge volume of 
business represents the response of the 
organization to “President’s Month,” 
the designation given March as a tribute 
to President Morgan B. Brainard. 

A statement of comparisons issued by 
the company immediately after com- 
piling the results shows that March was 
75 percent greater than the biggest 
month previously recorded—May, 1923 
—which was slightly in excess of $41,- 
000,000. The new total is nearly equal 
to the amount of new business re- 
ceived for the first three months of 
last year. It is 19 percent greater than 
for the entire year of 1913, and is only 
2 percent less than for the 12 months 
of 1914 

New York led all the agencies with 
a total of more than $7,000,000 of new 
business for the month. Los Angeles 
was second with more than $4,000,000, 
and Little Rock, Ark., third with $2,- 
915,615. Boston, Reading, Pa., Chicago 
and Pittsburgh each sent in more than 
$2,000,000, while Philadelphia, Grand 
Rapids, and Syracuse were but slightly 
under this figure. 





Mutual Trust Life Expanding 


The Mutual Trust Life of Chicago 
has just been licensed in Maine. It is 
now doing quite a business in New 
England, operating in Connecticut, 
Massachusetts and New Hampshire. 


NATIONAL 





UNDERWRITER 
MELLON SHOWS NEED 
INHERITANCE TAX INSURANCE 


Secretary of Treasury Tells How Fed- 
eral and State Taxes Reduce Value 
of Big Estates 


WASHINGTON, D. C., Apr. 8&— 
One of the most telling arguments to 
be found in favor of inheritance tax in- 
surance was supplied by Secretary of 
the Treasury Mellon in his address be- 
fore the senate finance committee sev- 
eral days ago, when he opposed the 40 
percent estate tax bill passed by the 
house, and now pending in the upper 
chamber. Mr. Mellon said in part: 

“Almost every state in the Union has 
an estate or inheritance tax and every 
estate pays, therefore, not only the fed- 
eral tax but the tax of the state of res- 
idence of the decedent, plus, under the 
modern system of investment, the taxes 
of one or more other states. The total 
tax—always two taxes and often three 
or four—may take more than half of a 
larger estate and cases are possible 
where it would take practically the en- 
tire property. The situation here is even 
worse than in England, where there is 
but one tax. Here, there are several. 

Drops Price of Securities 

“When a man dies, his property does 
not often consist of cash or readily 
marketable securities. The tax must 
be met in cash and not in kind, His 
executors must proceed to realize this 
cash through sales of the decedent's 
property. The effect of a man’s death 
is immediately to give notice to all 
possible purchasers that a forced sale 
will soon take place. This has the ef- 
fect of dropping the price at which 
securities can be sold. These high rates 
of tax, in their application, do not show, 
therefore, the true proportion of the es- 
tate taken. 

“In its practical effect, a 40 percent 
rate requires for its satisfaction 50 per- 
cent or more of the normal value of the 
estate, and, in case where an estate is 
burdened with considerable indebted- 
ness, as is usual where the decedent 
was engaged in active business, the 
destructive effect is still greater. Even 
upon investments which are of the most 
liquid and marketable character, the ef- 
fect is to an extent, the same, since the 
public knows that a sale must take 
place and there is an immediate reac- 
tion in quoted market values in antici- 
pation of the liquidation.” 


Life Insurance Supplies Cash 


The proceeds of a life insurance pol- 
icy supply the immediate cash required 
with which to meet inheritance taxes, 
obviating the necessity of selling secur- 
ities under pressure, and almost in- 
variably, as Secretary Mellon pointed 
out, at a very substantial loss. It is re- 
called that when a resident of Mon- 
treal fell heir to a large fortune three 
years ago, the inheritance tax called for 
by Canadian law was so heavy that no 
Montreal bank cared to loan the money, 
and the heir was forced to dispose of a 
considerable part of his securities in 
order to raise the funds. He is credited 
with having taken a loss of several mil- 
lion dollars through the latter trans- 
action; a proceeding that could have 
been avoided had a proper amount of 
life insurance been carried by the de- 
cedent. 

The senate finance committee, at a 
night session last week, voted to carry 
out Mr. Mellon’s suggestions on the 
estate taxes and removed this feature 
from the bill as passed by the house. 
The house bill sought to increase the 
estate tax rate from a maximum of 25 
percent to 40 percent. This increase 
has been killed in the senate bill. The 
committee also eliminated the increase 
in the gift tax and decided to exempt 
insurance companies from the increase 
of 1% percent voted recently by the 
committee in the corporation tax of 12% 
percent. 
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NO 


O. K. ON PRESIDENTIAL YEAR 


W. T. Shepard, Vice-President of Lin- 
coln National, Finds Optimism 
in All Sections 


FORT WAYNE, IND., Apr. 8— 
Presidential year will not dump busi- 
ness into the doldrums if Walter T. 
Shepard, vice-president and manager of 
agencies of the Lincoln National Life, 
who has just finished a coast-to-coast 
journey, has read the signs aright. 

During the past two months and a 
half Mr. Shepard has been conducting 
a series of agency meetings in the north- 
west, down the Pacific coast, in Texas, in 
the middle west, and most recently was 
in conference with insurance leaders of 
other companies in New Jersey and 
Ne Ww York 


Optimism on Every Hand 


“There is an optimistic note on every 
hand,” Mr. Shepard says. “In the cities 
there is the expectancy of another 
building boom this spring. In the auto- 
mobile centers there are plans for en- 
larging plants and increasing produc- 
tion. They state that the saturation 
point is yet afar off in the automobile 
market. 

“Optimism in the northwestern states 
and especially in the Dakotas surprised 
me. Our agents tell stories about the 
farmers having money that the bankers 
know not of. The milch cow and 
chickens helped out the Dakota farmer 
to the extent that we little realize down 
in this country where we think of that 
great domain only as wheat land. Plans 
for the crops of 1924 are for flax, bar- 
ley, field peas, alfalfa and sweet clover, 
rather than vast fields of wheat. 


Pick Prospects With Ready Money 


“In selling life insurance, as in every 
other line of selling, the agent must 
pick his prospects from those who have 
ready money. In Minnesota and Wis- 
consin the dairy farmer—and he repre- 
sents a growing element in those states 
—has had a steady income and been con- 
stantly in the market for more insur- 
ance. California continues to boom. In 
Texas the cotton farmer and the oil 
man represented the money class this 
winter. 

“The optimism evidenced in every 
part of the country is being backed up 
by definite examples of business _in- 
crease. In our own business the Lin- 
coln National has shown an increase of 
$3,356,400 in paid-for business over the 
first three months of 1923. Because the 
representative business men in every 
part of the land appear in good spirits 
about the 1924 prospects, and because 
it was believed that the presidential 
year depression would be largely psy- 
chological, I am of the opinion that this 
presidential year will not bring us the 
marked depression that was quite gen- 
erally predicted several months ago.” 





Record in Two Big Cities 

The Chicago agencies of the Equita- 
ble Life of New York showed $5,000,000 
paid for during March. The increase for 
the first quarter of a year in Chicago is 
30 percent. 

The New York metropolitan agencies 
paid for a total of $15,000,000 for the 
month. On the last day of March there 
was over $3,000,000 paid for by the vari- 
ous offices. 


Eureka Life Statement 


The 42nd annual statement of the 
Eureka Life of Baltimore shows a very 
nice gain during 1923 in income, assets, 
reserves and insurance in short. The 
amount of force Dec. 31 was $21,701,345, 
a gain of nearly $3,300,000. Assets were 
$1,810,360 a gain of $182,431. Income 
increased over $100,000, the income for 
1923 being $919,372. Policy reserves at 
the end of the vear were $1,429,556. 
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VISION OF SALESMANSHIP Much Value Is Seen in 


LIFE INSURANCE EDITION 7 
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O methods of selling of every kind 
we have been steadily collecting 
evidence as to the forces which move 
nen into action. Each humanistic sci- 
ence is rendering new ideas of ourselves 


worthy of 
tion with 


salesMat 


ire in dispute; 


are ben ” 


propelling truth | cyiris neat , 
pirit of completion rheir size and 


ype Of message are still the victim of 





space m relation to costs and compe 


By PROF. HERT H. HESS rect mail has yet to be told tions. Insurance has yet to learn th 
' . I ! irance las yj oO iat the 
Head of Merchandising Department, Wharton School, University of Pennsylvania i erative insurance advertising 1s) Correct use of space and magnanimity ot 


ft our pas hit d iss 


] 
experimentation in connec 
sales in the daily hie of the 
It is true that many ideas 


ty consciously being verified or dis- 
puted 

Abov all other groups insurance 
salesme becoming increasingly con- 
scious of the far-reaching consequences 
vhich odern insurance plays in its 

rvice to mankind. It is this truth 
which is giving character to insurance 


salesmans 


val 


policy itse 


rding the 


wp. As conviction grows re- 


mathematical dignity of the 
li as well as the assistance 


it renders humanity at climactic periods 


of distress, 


we find sentiment torcing to 


the foreground the conviction that in 


surance Is 
get you to 


you yourst 


is itself a 


a profession. I am trying to 
see that the conviction which 
lf have regarding insurance 
modern trait indispensable if 


maximum sales are to result. An insur- 


ance salesman unconsciously reflects by 


intonation of voice, by carriage and ap- 


proach the 


depths of his conviction and 


but at least the problems 
stated and their truth or tals- 


‘ SCI c mod et! which! human appeal necessary to develop a 
the extent of his knowledge regarding | ©@" Quickly and effectively bring to pass | PU lic consciousness of the goodness, 
the merits of insurance as a business| 4"! Msurance consciousness on the part the necessity and the protection of in 
propostion in the life of his prospec every reading youth, man and woman | S¥@ranc 


n the United States ; 
Insurance Salesman ln wel ee — New Way of Looking at 
: 1a public consciousness would go Life Insurance Production 


Reflects Certain States f to pave the +. co a , ' 
I { pave tiie Wi ior the saicsman 

The successful insurance salesman in| It should prove to be an effective ap \ study of salesmanship is beginning 
is personality reflects certain definable | proach iactor in every sak Genuine | to show us that the old “hunch” and 
states in his approach There is some-| Imsurance consciousness will not be | “tural born” attitude in getting sales 
what of parenthood. Chere is vision! aroused by putting the name of specific | ¢/ongs to an earher day. The new way 
but a vision, the content of which sug-| Companies at the bottom of your pub looking at sales is this 
gests human limitation, danger, sever t [he message should send con- Phe extent to which human beings 
ity, discipline and courage Withal the viction ito every home in relation to iccept the advantages of the inventions 
supreme power ot mathematics with th insurance. Different insurance policies | 49d services which are made for ;~ 
law of average is driving home the u should come to have a definite place in benefit is the extent to which people liv: 
n trovertible evidence < ist expe I g to preserve t econon health | UP to the opportunities and pr ivileges 
ence The s cesstul insurance sales ( tr family As we today know the of their day and generation rhe ex 

an has last arrived at a stage 5 ¢ utomobile ‘ erative at tent to which an individual rejects these 
development where nstead of being a re ds entalize and et th century economic advantages is 
victi whe ked for mathematic visage for thinking nd women the! the extent to which he does not live 
makes mathematics work for hin various types of policies in relation to| UP to his opportunities and privileges 

i ver\ protession, worthy ot tl the law-ot average-experiences to wh ch “All sales efforts attempt to n ake the 
1 . comes t e re gnized as a pro tamilies are subjectec prospect aware ot the necessity as well 
essl vhen its p1 objec s tO] Every Man Insured as tin duty ot insurance. fo do this 
serve seen eings their comn n becomes necessary to understand the 
root More native bilitv to sell in Is True Manhood forces and incentives which move men 
urance does mm ecessarily imply that In order to bring to pass a national | mto action 


tl les! 1 ienes lf my protessional 1 Can 1 1 impersonal in its trutl ) 
the salesman himself ts protessional in gn impersonal im is truth per, | Ordetly Approach in Selling 
lis attitude toward insurance Insur-| taining to insurance all companies will Is Now Recognized 





ince salesmanship does approach th ave to merge their competing differ 

professional stage, however, when tl ences. A universal slogan “Every Man Out of the “hit and miss” methods ot 
salesman 1 spl and reality | Insured Is True Manhood” should to| the past there are arising clearly de 

the good: ance in its service | the extent to which it is true free the| fined aspects as to the p¢ ssibility of an 
contribution to the life of the prospect. | mental processes ot hundreds of thou-| orderly approach to selling Phese 
rhe native ability of the salesman em sands now without insurance to the| ideas bri ught into use im connection 
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PEOPLES LIFE BUILDING 





Our Willingness To Cooperate 


If it were possible to cross-diagram The Peoples Life, undoubtedly | 
the fine thread of cooperation would be an outstanding factor. 
Dominant at all times in every home office activity is the one 
question ‘‘How can we best serve our agency force?”’ 


Our efforts are finding their fruit in a greater desire among our agents 
to carry on. There is a warm response, of which we are justly 


proud. 


It is our firm conviction that we are building along substantial lines 
and “willingness to cooperate’’ is the continual watchword of the 
Peoples Life Insurance Company. 

‘‘Life is worth living if the future is provided for”’ 





INSURANCE; COMPANK? 
Chicago, Illinois | 
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with our daily sales efforts are appeals 
bearing directly upon the structure of 
the individual. Because these ideas of 
procedure are in accord with our orig- 


inal structure as human beings, the law 
of average again maintains. Conse- 
quently our results, on the whole, are 
likely to be more satisfactory. Ours is 


a new era in insurance selling. 

Selling is necessary because of the 
inertia of human beings to respond 
easily, quickly and intelligently to prop- 
ositions which are for their own good. 
Nature has seen fit to call into play 
the principle of conviction and the prin- 
ciple of human emotional urge to get 
people to accept new ideas in order and 
in keeping with wholesome progress. 


Insurance salesmanship implies being 
master in establishing conviction re- 
garding the truth of insurance on the 


one hand and freeing emotional urge 
to the point of necessity on the other. 


Every Life Salesman 
Should Have Real Vision 
Mere intellect does not get action. 

It is the ability of the insurance sales- 

man to lift the prospect out of the 

present into a feeling regarding the place 
of insurance with respect to his hopes 


and aspirations, instincts, loves, aims 
and responsibilities which constitutes 
the force which fin ally move him. 


Vision !—Vision!—Vision! How to build 
a picture of the future so real as to get 
a wish incentive on the part of the pros- 
pect to do the intellectual thing in rela- 
tion to the hopes and aspirations is the 
task 

Energy expressing itself through the 
life of the prospect show the various 
constructive impulses from within which 
make the prospect feel the necessity of 
self-preservation. An insurance policy 
is reducible to various instinctive ap- 
peals with their accompanying emotions. 
Certainly insurance has its message per- 

2ining to our emotional reaction to life 
as fear. When the correct picture is 
presented we fear the consequences of 
death in a family; we are solicitious of 





the future. Immediately the hoarding 
or fifth instinct can be called into play. 
We have a tendency to save or to pre- 
serve against “that day” which we in- 
stinctively feel to be a part of human 
experience. But I must go further. 


Prospect Must Be Pushed 
to Point of Pugnacity 


I must push my prospect’s mind up 
against a difficult place where he be- 
comes conscious of his possible loss of 
manhood. I must push him to the point 
of pugnacity. At the psy chological mo- 
ment I need to present insurance as a| 
weapon to overcome his obstacles and 
to assist him in his redemption. If 
the emotional energy thus far gener- 
ated is insufficient I can perhaps turn 
to the instinct of self-assertion. If I 
succeed in getting him to state the basis 





of his faith in his feeling of independ- 
ence and security without insurance I 
shall be compelled to show him the dan- 
gers of too much confidence in ventures 
-—problematical and speculative. His in- 
stinct of something-for-nothing must be 
shown to be dangerous in its possibility. 
The modern world needs the wisdom of 
large industry to perpetuate the family 
and business over several generations. 
Twentieth century thinking must fear 
the too much dominance of an instinct 
whose value is manifestly valuable only 
under highly specialized conditions. 


Instinct of Cruelty 
Has Emotional Appeal 


Surely the instinct of cruely has its 
emotional appeal. The picture of suffer- 
ing children, of blighted ambitions and 
of broken promises are all intimately 
associated with our failure to do all 
within our power to preserve health. 
Insurance is relief against the cruelty 
of nature’s processes when man _ has 
failed to use his intelligence. 

Thus does science give us a remark- 
able picture of the construction of our- 
selves. It is a perfect mechanism af- 
fording the possibility of starting the 





flow of human energy through the vari- 


ous instinctive emotional appeals to the 
point of wish and desire for the security 
and protection for which an insurance 
policy stands. 

It will be observed that facts related 
to instincts can be merged into a per- 
sonal wish. But this wish should be 
related to the vision of a man’s life 
based upon his probabilities related to 
income, age and the future. 


Vision Is an Appeal 
to the Whole Man 


When we work upon the vision con- 
tent of a sale we are playing upon 
deeper human emotions. In the vision 
presentation of our prospect is the emo- 
tion of the ultimate fulfillment of his 
ambitions, hopes and aspirations. Im- 
agination is the soul stirring faculty at 
work at this point. Insurance salesmen 
can bridge the present and the future 
by showing the relationship between in- 
surance and the realization and pres- 
ervation of suggested hopes and expe- 
riences likely to be encountered the 
coming years. 

Vision is an appeal to the whole man. 
It brings into play the image making 
faculty of the soul and fires the blood 
with the zeal and joy of effort. 

His prospect finds his will being 
broken through changes and perplexities 
of ensuing years. The once experienced 
and remembered “impudent persistency” 
of the salesman is converted into a pic- 
ture of regret and wonder at his own 
lack of apprehension. At this point of 
self-revelation the persistency of the 
salesman will be found to have engen- 
dered loss of self-esteem and regret. 
Truth finally wins her day! Persistency 
is her prophet! 

(TO BE CONTINUED) 


The Aetna Life had the biggest month's 
business in its history in Chicago in 
March, when $2,500,000 was paid for. 


The new manager, S. F. Whatley, put on 
extra steam and put over a splendid 
month. 





LAUNCH NEW COMPANY 


_— 


HAS A STRONG DIRECTORATE 


Midwest Life of Chicago to Have Cap- 
ital of $100,000 and Surplus 
of $100,000 


In the announcement of the organ- 
ization ot the Midwest Life of Chicago 
last week the financial lineup of the new 
company was incorrectly stated. The 
Midwest Life, which is now in process 
of organization in Chicago with an IIli- 
nois charter, will be a legal reserve 
stock company with capital of $100,000 
and surplus of $100,00. It was stated 
that the company would have capital of 
$500,000 and surplus of $1,000,000. The 
sale of stock, however, will be confined 
to $100,000, selling at two for one to ac- 
cumulate the $100,000 surplus. Organ- 
ization headquarters have been set up 
in parlor K in the Hotel Sherman in 
Chicago. The sale of stock is pro- 
gressing with satisfaction. 

Frederick R. Warner is president of 
the board of corporators. Mr. Warner 
has been in the life insurance business 
for 13 years, with the Northwestern 
Mutual and Travelers, his business 
career having been spent in Chicago. 
Mr. Warner has associated with him a 
strong board of corporators, including 
the following: Frederick H. Lord, secre- 
tary board of corporators; James H. 
Cartwright, Jr., counsel with Winston, 


Strawn & Shaw; Dr. Asa S. Bacon, 
superintendent, Presbyterian hospital; 
Henry D. Warner, paymaster, Illinois 


Central Railroad; Dr. Charles M. Bacon, 
medical director, Marshall Field & Com- 
pany; C. P. Mead, editor, Geneva Re- 
publican, Geneva, Ill.; Edward C. Carl- 
ton, president, Manufacturers National 
Service Association; Robert J. Camp- 
ell, advertising art director, and E. L. 
Fee, contractor. 








OF NEBRASKA 


Home Office: Lincoln, Nebraska 


Assets’ - . 


$23,300,000.00 





Zankers Life Insurance Co., 
Lincoln, Nebr. 


Gentlemen: 
T am 
manager of 





I live, 


may direct. 


me a paid up pelicy for One 
} dividends, whi 
sand Dollars for 


itior 


twenty years 


propo: for me and my family. 


I am very m 


I have received from 


pleased to receive check for $334.00 handed me today by 
your Kansas City office, being the surplus accumulations on my twenty pay 
life policy for $1,000.00 now matured. 

My policy is fully paid up and I will receive annual cash dividends on it as long as 
and at my death the face of the policy will be paid to my estate, or to whom I 


I paid your Company $608.00 in premiums in the twenty years. 
Thousand 


Freeman, Mo., 


Mr. W. 


Dollars, on which I will 


uch pleased with my settlement and appreciate the courteous treatment 
your company during the past twenty years. 


Very truly yours, 
HENRY E. 


January 13, 1924. 


O. Miller, 


MILLS. 


BANKERS LIFE INSURANCE COMPANY 


TWENTY PAYMENT LIFE POLICY 
DEFERRED DIVIDEND 
TWENTY YEAR SETTLEMENT 
Matured in the 
OLD LINE BANKERS LIFE INSURANCE 
COMPANY 


of Lincoln, Nebraska 





This settlement gives 
receive annual 
h only cost me $274.00, besides having had my life insured for One 

This has proved to be a good protection and saving 


cash 
Thou- 
Residence...... 


Amount of Policy. 
Total Premiums Paid............. 


SETTLEMENT 


Total cash paid to Mr. Mills $334.00 and a 
paid up participating policy for $1,000.00. 





If interested consult one of our agents or write Home O ffice 


Name of Insured.......... 


> Lincoln, Nebr. 


.Henry E. Mills 
....Freeman, Mo. 
..eeees ~~ $1,000.00 
608.00 
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TO MOVE TO HARTFORD 


RESEARCH BUREAU MEETING 

Eleven New Company Members Were | 

Elected at the Gathering of the 
Executive Committee 





The executive committee of the Life 
Insurance Sales Research Bureau met 
last week in New York, heard various | 
reports on the Bureau’s activities in 
recent weeks and disposed of numerous 
matters covering its future development. | 
It was decided to move the headquart- | 
ers to Chicago. 

Chairman Oliver Thurman of the Mu- 
tual Benefit presided. George L. Hunt, 
superintendent of agencies of the Guard- 
ian Life, presented his resignation te 
the executive committee because of his 
retirement from home office duties. Mr. 
Hunt has become general agent of the 
New England Mutual for the Connecti- 
cut. The committee then elected K. A. 
Luther, agency secretary of the Aetna 
Life, to fill the unexpired term of Mr. 
Hunt. 

Manager John 
Ir., reported that 11 
joined since the last meeting, bringing 
the membership up to 77. The new 
members are Bankers Life of Iowa,| 
Rankers Life of Nebraska, Business| 
Men’s Assurance, Connecticut Mutual, | 
Dominion Life, Guaranty Life, John] 
Hancock Mutual, Merchants Life, Trav- | 
elers, United Life & Accident and Vol- 
unteer State. 

Will Move to Hartford 


Marshall Holcombe, 


companies had 


The growth of the Bureau, particu- |} 
larly in recent months, has been such 
that the space now occupied in New 
York is entirely inadequate and an early | 
move has become necessary. The com- 
mittee concluded that the next office of 
the Bureau should be located where 
rental, clerical, and general overhead 
costs would be materially less than in 
New York. After considerable discus- 
sion it was unanimously voted to locate 
the office in Hartford. The transfer will 
not in any way affect the management, 
policy, or service of the Bureau. 

One of the chief points of interest to | 
the committee was the report of the 
success which the Bureau achieved in| 
the publication of the first section of the 
manager’s manual. This section dis-| 
cussed the problems of the manager in 
securing and selecting new agents 
Originally the Bureau had 1,000 copies 
printed, but this amount was raised to 
3.000 in December. In February the 
entire supply was exhausted, chiefly be- 
cause so manv home offices distributed 
copies to all their managers, and a new 
edition was therefore published. To} 
date, about 3.700 copies have been sent | 
out by the Bureau and orders are still} 
coming in. 


Will Repeat the Discussion 


The next section of the manual will | 
discuss the handling of new agents by 
the manager—how to start them and 
how to make them successful producers 
at as early a date as possible. It will 
appear early in June. 

Last June, the Bureau held a two-day | 
round table discussion in New York on 
various agency problems. The meeting 
was so well attended and so enthusi- 
astically commented on by those offi 
cials who attended it that the committee 
voted to have a similar meeting this 
vear. It will be held on Tune 5-6 in 
New York—probably at the Hotel Com 
modore, the same location as last year 


The Holeman General Agency of the 
Equitable Life of New York, now in the 
Conway building in Chicago, will move 
to the new Burnham building next! 
month Alfred Holzman, manager of the 
agency. has built up a large organiza | 
tion He has three assistant managers 
A. H. Kahnweiler, Julian Buckner and 
Mrs. M. lh. Alexander He will arrange 
an educational room in his new office as 
a school for training new agents, | 


LIFE INSURANCE EDITION 9 





This is ome of a series of messages appearing cach week. 
Watch for the one to appear next week. 






THE IDEAL LIFE INSURANCE SERVICE 






First, Security. 
Second, A low deposit rate. 

Third, Company co-operation. 
Fourth, Convenience to the insured 
in carrying contract. 








All these are met through the Griz- 
zard System of creating a cash estate 
through a monthly budget plan in 
conjunction with an old line legal re- 
serve life insurance contract. 








The Grizzard System organization 
together with old line insurance com- 
panies means Service-Plus. 







Ask for a free copy of Radio 
Address on “Life Insur- 
ance,’’ by James A. Grizzard 








Pronounced Griz~-ard’ 


SYSTEM 


GRIZZARD SYSTEM OF AMERICA, Incorporated 
Executive Offices, 643 Illinois Merchants Bank Bldg. 


CHICAGO 


OTHER OFFICES 
610 First National Bank Bldg., Detroit 
308 Euclid Ave. Cleveland 
16 E. Broad St. Columbus 
and other cities 
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Northwestern National Life 


Insurance Company 
Minneapolis, Minn. 
Mutual......... ......-Legal Reserve 
Se cecccc cece + chy Oey 7O.00 
ae errr 
Insurance in Force.............$173,309,166.00 
The COMPANY has $109.37 of assets for each $100 
of liabilities 
Rate of Interest Earned, 1923..... ere lo 
SS): re A 
Liberal direct agency contracts available in Pennsylvania, 
Virginia, Southern Indiana, Southern Ohio, and Kentucky to 
men of ability and record of successful results in personal pro- 
duction and organization. 











THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 
record of EIGHTY YEARS of prosperous and successful busi- 
ness. It has passed through panics, pestilence and wars un- 
harmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 














Insurance Record, 1923 


New Insurance .. . $ 96,148,025 
Insurance in Force . . 719,421,634 


Increase of $58,623,876 which is 61% 
of the New Business 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 




















Our Agents Have 
A Wider Field 
An Increased Opportunity 


Because we have 


Age Limits from 2 to 60. 

Policies for substantial amounts (up to $3,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Fam- 
ily’s insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly 
premium plan, 

Participating and Non-Participating Policies. 

Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Disability features for Males 


and Females alike. 
Standard and Substandard Risk Contracts, i. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO, ILL. 








e. less work for nothing. 








CHANGES IN PROGRAM 


TRAVELERS ANNOUNCEMENT 


Will Adopt the Waiting Period in 
Health Insurance and Will With- 
draw Life Income 


HARTFORD, CONN., Apr. 9.—Im- 
portant revisions in its accident and 
health program are announced by the 
Travelers. These include the introduc- 
tion of a “Not-less-than-three-weeks- 
clause” which, however, gives full disa- 


bility benefits from inception if the 
disability continuously reaches three 
weeks. The company also proposes the 


withdrawal of the life indemnity feature 
from certain of its forms, and the in- 
troduction of nursing where no 
hospital benefits are granted. The com- 
pany’s letter to its field representatives 
concerning the changse to be made is in 
part as follows: 


Tees 


Health Excepted Period 


“Considerable time and thought have 
been given the subject of an excepted 
period for health insurance, and several 
companies have announced intent of 
specializing forms which pay no indem- 
nity for the first two weeks of any dis- 
ability. Our present rates for one-day-up 
health insurance were developed trom 
our experience on several hundred thou- 
sand years of exposure and we believe 
these rates to be adequate, provided our 
agents see to it that each applicant gives 
honest and truthful answers to the ques- 
tions in the application. There may be 
some merit in the suggestion that the 
true ends of health insurance protection 
will be best served by a contract which 
does not recognize short periods of dis- 


ability. The two-weeks-excepted period 
policy, however, does not fully meet 
this suggestion. The average period of 


disability by sickness is three and one- 
half weeks. It is our conviction that a 
policyholder who suffers three weeks or 
more of continuous disability by sick- 
ness needs and should receive indemnity 
in excess of that furnished by a two- 
weeks-excepted period contract. 


New Health Policies 
“We therefore announce two new 
health insurance forms, in neither of 


which is indemnity paid for disability of 
less than three consecutive weeks. If 
disability lasts three consecutive weeks 
payment is made dating back to the in- 
ception of disability. Form HX. This 
form (subject to  not-less-than-three- 
weeks clause) provides the same bene- 
fits as general health policy form HD. 
Rate for each $5 weekly indemnity: 
Ages 18 to 50, $6; ages 51 to 55, $8. 
Form ‘LX. This form (subject to not- 
less-than-three-weeks clause) provides 
the same benefits as leader health pol- 
icy, form LH. Rate for each $5 weekly 
indemnity: Ages 18 to 50, $7; ages 51 
to 55, $10. 

“Neither of these forms pays hospital 
indemnity unless the insured is disabled 
for three consecutive weeks, but surgical 
operation fees provided in the contract 
are paid, irrespective of period of dis- 
ability suffered. 


Nursing Fees Provided 
“We announce, in respect of accident, 
health and disability forms listed below 
that for disabilities by either accident 
or sickness commencing on and after 
April 1, 1924—if the insured is attended 
by a graduate nurse within ninety days 
from commencement of disability and 
provided no claim is made for hospital 
indemnity, the company will pay as ad 
ditional indemnity 50 per cent of the 
single weelly indemnity payable under 
the contract for disability for the period 
of time during which the insured is con 
tinuously attended by such nurse, but 
not exceeding twenty weeks and subject 
otherwise to all provisions and condi 
tions of the contract 
Other Changes Made 


“Where accident insurance only is car- 
ried nursing benefit applies only to dis 
& 
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abilities by accident. Excepted period 
rider form FR 3 is discontinued as of 
April 1 and excepted period rider form 
PR 4 substituted. Hereafter the ex- 
cepted period will be limited to not more 
than four weeks under either accident 
or health policies. Surgical operation 
fees as per schedule in, policy will be 
paid in full, regardless of the excepted 
period. 

“The company withdraws, as of April 


15, the following indemnity-for-lite 
health and disability forms Special 
Leader Health Policy, form SH. and 


Leader Income Disability Policy, form 
IDP. Indemnity-for-life health insur- 
ance will be limited in the future to the 
guaranteed renewable forms, for which 
full medical examination is required. 
Health insurance will hereafter be lim- 
ited to not more than $100 weekly in- 
demnity.” 


What the States Pay 
For Insurance Service 


Out of Special Taxes 


HE Chamber of Commerce of the 
United States has gathered to- 
gether the amount of money col- 


lected by the various states in the way 
of licenses, taxes, fees from insurance 
companies, showing the amount paid in 
expenses for the insurance departments, 
thus giving the ratio spent for service 
Of the states reporting, $44,042,215 were 
collected in 1922 from the insurance 
companies of which $2,109,924 was paid 
for insurance department service. This 
was 4.79 percent of the amount collected. 
leaving 5.21 percent to be used for 
other purposes. The table issued by the 
Chamber of Commerce is as follows: 
tatio 
Spent for 
Service 
Expenses Pet 
$ 17,180 2 
sooo 3 
16,500 





Total Coll 
States from Ins. Cos. 
Alabama ....$ 
Arizona se 
Arkansas 
California (a) 
Colorado . . 
Connecticut 
Delaware 
Dist. of Col 
Florida 
Georgia 
OO Ee 
Illinois : 
Indiana 
lowa 
Kansas .. - 
Kentucky (b). 
Louisiana (c) 
Maine 
Maryland 
Massachusetts) 2, 
Michigan . 
Minnesota (b) : 
Mississippi (a) 
Missouri (a).. 
Montana ; 
Nebraska $21,982 
Nevada ..... 21,356 
N. Hamp. (b) a 
New 





6,000 40 





“Ysi61 4.2 
20.000 4.7 
ae aS 


Jersey . > 4 
New Mexico 
New York 
N. Carolina... 
N Dakota 
Se. wah ter 
Oklahoma . 
Oregon 
Pennsylvania. 4,37 
Rhode Island. 
So. Carolina 
S. Dakota . 


Tennessee 


3 
o"3 





Vermont 
Virginia ... 
Washington 


10,000 


51418 








W. Virginia 18,598 h 
Wisconsin 41,867 7 
Wyoming 3,971 

Total .- -$44,042,215 $2,109,924 4.0% 
Data for Last Year Available in States 


Reporting But Not Giving 1922 Pigures 





Pet 
Ky .€1921) $ SSS, S86 11.07 
Minn (1920) 50,4385 4.24 
N. H (1921) 243,627 10,487 1.51 
(a) States not reporting 
(b)—States reporting, but not giving 
1922 figures; see data for last year avail 
able 
(c)—No segregation of taxes or ex- 


penses 


N. Y. Life Leaders’ Meeting 
The annual meeting of the leading 
producers of the New York Life will be 
held this year at the Broadmoor hotel, 
Colorado Springs, Col., Sept. 22-27 
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ETHICS CODE ADOPTED 
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Committee Representing All Branches 
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use of its or his name by an enterpris¢ 


or by 


carry 
to his 
and w 


Against “Injurious” Advertising 








per: on of questiona 


on his work in a spirit 


company and to his 


ith fidelity to his patrons 


That a company 








of fa 


charact 


(10) That an agent or broker s 





tT ik 
of Business Makes Report to broker should advertise only in dig 
ar nified manner and never ‘ way t 
Commissioner n ny company or agent of a cor 
pany or bring insuran disreput 
(12) That , es x s ! 
HARTFORD, CONN., Apr. 8.—A | Prekers s d regard as 
code of ethics to govern the insurance | ‘ ' ned | 
, . . ; s ss fairs d pers 3 
usiness in Connecticut was agreed upon | ,; ’ 
. ; j} of s ‘ 
at a meeting of the committee on insur- | (13) 7 , I 
ance ethics appointed by Commissioner | should refrain fri ising y proper 
Howard P. Dunham, representing the | °* GUestional n ds s ting 
different branches of the insurance busi- | bn os agent and broker should 
MeN . . ° * lisclos = } trons ! na 
ness. Commissioner Dunham presided. | ..x1 ae , 
- ‘ : : | exte ‘ nsurance p “ ! 
7 he code will be submitted to Com- | he 1 y nd obta : for ! tre 
mussioner Dunham and will be included | insur ‘ te ij ‘ ‘ < 
y him in the insurance department's ad- | crag ’ ! sks l zards 
ministrative policy. The appointment | Which tt : r nis i may be 
of the ethics committee foll dec | exposed 
cs committee followed com- | 
plaints to the insurance department of | a , . 
unfavorable agency conditions in the |. A f f ? i i 
. eee " -. , | closure acts iterial risk 
state, and Commissioner Dunham took | to be sured and to the as r f 
the initrative in rectifying them, Any | the proper 1 pr iur 
insurance agent or broker who is ad- | 1 
: tes . > 
judged guilty of violating any section of | fom to Se Cuae Seema 
the code o! ethics will be deprived ot his | C29) L ams i by 
license by the commissioner. | agent a rust funds to | . d 
|} paid s mpany prompt rd 
Big Men on Committee ance t ! ‘ gra ns ssul 1 it 
The code was drafted by William |" . owns 
. . Pr | hi t 1 ? s 
BroSmith, vice-president and general]. ‘°‘’..° . ' ~ 
ounsel of the Travelers, while the pre- | ae * ") o~ : 
ie > oF * Ss « a ges : 
amble was written by G. Burgess | thereby ul : 
Fisher. \ committee consisting of Mr. | ment or ¢ " of cos eof 
BsoSmith, Frank D. Layton, vice-pres- | mal vy misleading represet ns 0 
ident of the National Fire, and Donald | imcen ete con s to 
. - ° ° _ | 
(y North of New Haven. president of | ' 13 rson s se of 
the Connecticut Association of Insur- = _ - 
red is ai as ns 
nce Agents, was appointed to formally | 
n 
present the code to Commissioner Dun- | g } 
ham neal : " - 
oan . brot s ‘ I rt, t ? 
he preamble reads: l tion. sur: r trans ' 
“Appreciative of the confidence re- prote fron pany anot 
posed in us by the state of Connecticut, | to the d rt nterests of ft 
. °F 
we, nsurance companies, brokers and | "5"! 
agents, proclaim our unfaltering aim No Rebates or Allowances 
To serve with justice and integrity (19) agent or broker s i 
those whose protection is entrusted to] not « ly d y iny 1 I 
our care wl \ l ! illow r offer 
“To support right principles and op- | °T S n insured or to a ‘ 
bose bad practices in insurance under- | '''« nsured as at we 
bone Ds | to insurance or afte ; 
“To take no unfair advantage of our | specie saa. a 
competitors . “3 : - 
[To develop character, aluility and |, dends t r } s 
knowled: commensurate with our re-| ther ny vaiual s n 0} 
sponsibilities. | inducer WV ts s r 
“To value honor above profit r pe y o s ‘ 
“Thus to be faithful to ourselves and (2) Tf ae br ‘ 
to those we Sé€ rve.” . serve efficient nis pat ‘ . 
compar must ha izh k “ 
What Code Provides | edge insut ‘ tra w“ 
The code follows: he offers site &. a : 
. writing pra es 1 ne theret ind 
We pledge ourselves to observe and] sl d also have reas ble know 
maintain | othee ‘ h laws « tl s te 7 t - 
(1) That insurance policies of einen t the ransactior 1 regu n of 
ever kind are contracts of the highest | j surat d f tl luties and res ! 
faith and that the obligations assumed | sibi es gents and brokers 
therein should be stated terse ly, in clear | 
ind effective words and so as to furnish 4 
the highe egrree of rote ion 
’ lighest degr f protection con- Merger Is Approved 
sistent with correct principles of under- 
writing For al approval ot the erger wit 
(2) That premium rates in all depart the Continental Lite ot St Louis « 
ge and classes of insurance should | the First National Life of Pierre, S. D 
) ist adeqt é ] 1 
= —_ adequat has been given bv the insurance depart 
o Vv » may es ¢ r* The) | 
& " compani and agencieS | ments of Missouri nd South Dakot 
should be managed economically foll - . 
(4) That all loss claims should be ad- chaser in - as deg as ss : —— 
justed equitably and paid promptly contract at Pierre S. D 
: - The capital of the Continental, whic 
Full Publicity Sought is now $500,000, will remain unchangt 
(5) That full publicity should be given | but its surplus will be creased to ab 
to all matters relating to insurance to |] $400,000 Che First National had $250 
the end that the public may be informed | 000 capital and a surplus of $175,000 
as to the nature and advantages of in- 
surance protection a a 
(6) That the management and direc- Commissioners Meeting 
tion of insuranc: companies ind the] : 
control, investment and conservation of The Insurance Commissioners 
insurance funds are sacred trusts vention will meet next week n Pine 
(7) That ageney contracts between! hurst, N. ¢ Commissioner Stace W 
companies and igents and between Wade « iat state will be the official 
——_ a Se brokers aged host ( Walke | lor. a ke Ts 
rT fair o m contracting parties ine Nort! } } i 1] 
orth Caroli gent will f lly 
make due provision for the enforcement - ’ ' ‘ 
~ co ? bers ¢ t > on ntio 
of the respective rights and obligations we Onn et “ . pee 
of the parties thereto He is nent the North Car 
(8) That the remuneration of insur- Ina Ass tion of ins nee \gent 
ince agents should be fair to the com- | There will be a large attendance, as the 
pany, to the agent and to the insured spring weting of the Western Union 
(9) That a company, agent or broker the IL wester fire organ ition will 
should not associate with or allow the be held there the same tin 











Reliable 


MEN 


WHO AIM TO WIN 


can get direct Agency con- 
tracts with 


Northwestern Union 
Life Insurance Company 


Ottawa, Illinois 


Address T. O. Berge, Agency Director 


























Great Northern Life 
Insurance Company 


110 S. Dearborn St. 
Chicago, Ill. 


H. G. ROYER, President JOHN A. SULLIVAN, Vice-President 


Cc. O. PAULEY, Secretary 


Life insurance agents these days appreciate 
the importance of a moderate sized com- 
pany. It forms a healthy influence in the 
business of life insurance. The Great 
Northern Life appreciates and values the 
services of its local representatives. The 
agent of the Great Northern Life is close 
to the home office. His individual prob- 
lems receive most careful consideration. 
His is a worthwhile position. 


Capital, $225,000 Surplus, $166,174 


Insurance in Force, Over $18,000,000 
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Growing Asset on the Books 


Vict-PresipentT THomas A, BUCKNER 
of the New York Lire uses the financial 
statement of the McCrory Stores, which 
conducts a chain of establishments in the 
country, showing that among the assets 
there is listed cash surrender value of life 
insurance policies amounting to $132,481, 
to prove the value of corporation insur- 
ance. This again shows how business en- 
terprises are taking advantage of life in- 
surance to strengthen their credit and add 
to their assets. As Mr. BUCKNER points 


Subtle Bids 


TuHere is difference of opinion among 
company officials as to how far the 
ethics of the business should be heeded 
by companies in sending out printed 
material for brokerage business. At the 
Des Moines meeting of the AMERICAN 
Lire CONVENTION year there 


some heated 


last was 


discussion as to some com- 


agents of others, 


out, life insurance acts as a stabilizer and 
it is an asset in at least two ways. It in- 
fluences the banks when a concern borrows 
money and it is a growing asset on the 
books because the cash value increases as 
the years go by. 

Mr. BucKNER says that business insur- 
ance protection is a cheap investment. The 
money is not all spent as in fire and other 
insurance. The policy has a cash value 
that increases every year. It is the best 
asset a business firm can have. 


for Agents 


ship of an agent with his company. 

Most companies, however, object to 
this indiscriminate circularization of 
their agents. The matter has come to 
the head again with one of the leading 
companies in the west sending out a 


copy of its annual statement to agents 
of other companies, accompanied by a 
very cleverly worded letter which a 


number of other companies regard as a 


sly bid for their agents. Some com- 
panies have very decided views on this 
subject. Certain it is that the issue will 


the front at the New Orleans 
the AMERICAN Lire CoNnvEN- 
much as some 
determined to discipline members of the 


come to 
meeting of 
TION inas companies are 
organization for carrying on this sort of 
proselyting. 


Average Size of Policy Increased 





find that 
The trend 
larger verdicts 


studying their statistics agents 
amounts 
the 


personal 


lling large 


are S¢ 


secn in 


times 1S 


that are awarded for injuries. 


rhe cost of living has had its effect. The 
New ENGLAND Mutvat Lire in its stat- 
istics shows that its average policy in 
1920 s $3,770. In 1923 it was $4,240. 
The average policy 20 years ago was 


it has more than doubled. 


Working a Territory Thoroughly 


panies going after the 
allurements being held out in a rather 
clever way. Perhaps no direct bid is 
made for the business but very subtle 
literature is mailed out that may be 
regarded as excellent bait. The com- 
panies following this method declare 
that they have a perfect right to seek 
brokerage business in the way of ex- 
ess es, substandard siness and so 
on which does not disturb the relation- 
average size of life insurance poli- 
c as reased greatiyv with m the last 
t c r I licative of the 
fact that people realize that the same 
a nt ¢ r f w not accomplish 
t it did ten year In other words, 
Re te rance must be brought up to par 
J wrth ermore more { ple can afford to- 
c t ‘ rger yx than they 
| Con [pe that ré 
oe nied — ing 
hens f the du 
t ‘ f r yto cu 
‘ ” » for %. It 
w t be t that he cannot 
r it sat ct He will be f 
¢ t pec Cc W an 
¢ t trict He ked tu 
e these pe ‘ e ther ! Ke ré 
I ’ ‘ ‘ , ' ’ ' t 
trig iperintendents in routing the 


men is followed. The industrial com- 
panies have made a great success of this. 
They keep in closer touch with their men, 
they know just what they are doing, each 
territory is carefully combed over and the 
est results are gotten. This plan can be 
ted to soliciting regular polici 
| only part of the new efficiency that 
any good is the part that gets results 
person has two educations—one 
} he receives from others, and one, 
re important, which he gives himself 





James Yereance, for years a well 
known figure in fire and in life insur- 
ance circles in the east, died at his 
home in East Orange, N. J. Apr. 4. His 
connection with the insurance business 
dates from 1859 when he became a clerk 
in the office of the old Greenwich Fire, 
of which he later was appointed assist- 
ant secretary. In turn he was elected 
secretary of the Astor Fire, president of 
the § Safeguard Fire, manager of the New 
York department of the London & Lan- 
cashire, and president of the Alliance 
Fire, the last named having been formed 
by the insurance brokers of the metrop- 
olis. He retired from the fire insurance 
business in 1892 to take a _ general 
agency of the Equitable Life. He ac- 
tively interested himself in association 
affairs and in 1897 served as president of 
the Life Underwriters Association of 
New York. Throughout practically his 
entire life Mr. Yereance was closely 
associated with religious movements, 
and in 1912 was vice-moderator of the 
general assembly of the Presbyterian 
Church. 

“System,” the Chicago business maga- 
zine, has started an insurance depart- 
ment and is inviting its readers to sub- 
mit insurance problems for discussion 
by the insurance editor. The principal 
article on insurance in the March issue 
was written by J. Wilson, chief en- 
gineer for Marsh & McLennan of Chi- 
cago, on “The 80 Percent Clause in In- 
surance; What It Is and How It Oper- 
ates.” 

The Morris Plan Insurance Society 
announces the death of A. J. Smith, its 
vice-president and general manager. Mr. 
Smith, who has been ill for the past 
two years and had spent the winter in 
Florida, died at Jacksonville on the way 
to his home in New York. 

He was born in southern Georgia in 
1861 and began his business career in 
publishing work and the writing of in- 
surance, his first connection being wit! 
the State Mutual Life of Georgia. In 
1916 he engaged in organization work 
for the Industrial Finance Corporation 
and the following year became identi- 
fied with the Morris Plan Insurance So- 
ciety, which began business in Novem- 
ber, 1917. 


Retail Credit Company of At- 
Ga., is celebrating its 25th anni- 
this year. The Retail Credit is 
known the country over as one of the 
most efficient inspection organizations. 
It has branch offices in all the important 


The 
lanta, 
versary 


cities of the United States and in addi- 
tion has branch offices in Honolulu, Mon- 
treal, Toronto, Vancouver and Winni- 
peg. It got out an anniversary number 
of “Inspection Report,” the house organ 
of the Retail Credit, in which President 
Cator Woolford presents the ideals oi 
the organization 


Jason C. Clark, for many 
inent in life insurance circles of Okla- 
homa City, died last week after an ill- 
which caused his retirement from 
five years ago. Mr. Clark went 
lahoma City in 1897, representing 
the Nortl Mutual Life, which 
position he held for more than 20 years 
In 1917 his health failed and he was 
obliged to retire from active service 
Mr. Clark was the second president ol 
Oklahoma Association of Life Un- 
derwriters and w prominent in civic 


1 fraternal activities. 


vears prom- 


ness 


ness 


semaine 


(Jimmy) Jones, general 
the American National of 
and one of the most eminent 
attorneys in the country, had 
iy March having first seen 
he light of day in St. Loui 
honor of that 
inization of the 
ignated March as 
Month” as a testimonial to 
official 
field men said it with 


James C. 
counsel of 
st l.outs 
i! urance 


' 
birthd 


occasion the 
American 

“Timmy 
the 


1866, and in 


Jones 
popular 


I he “apps.” \ 





March 23, | 





JONES 


JAMES C,. 


boy in livery presented applications for 
more than $1,000,000 of business on a 
large silver tray to Mr. Jones at the 
American National home office when the 
occasion was celebrated. 
A bouquet of 58 
Beauty roses was also 
Jones by F. W. Engel, head of the 
agency organization. Mr. Engel also 
made a very appropriate address, telling 


American 
Mr. 


large 
given to 


Mr. Jones of the great regard all the 
bovs in the field had for him. The 
volume attained during the month far 
exceeded any previous record of the 
company. 

Vice-President C. A. Goodale of the 


American Bankers of Chicago has tired 


of spending half his time in Jackson- 
ville, Ill. with work on the Cloverleaf 
there and has removed to Chicago, tak- 
ing a south side apartment. He will 
visit Jacksonville occasionally, of course, 
but is gratified to be able to settle 
down somewhat. 


J. Loring Pickering, manager of the 
Missouri State Life at Tacoma, Wash., 
died a few days ago at the Burlington 
general hospital, Burlington, Wash. He 
had been ill for some time but became 
suddenly worse on a business visit at 
Burlington. He was taken to the hos- 
pital there and died a week later. He 
had been with the company since June 
30 of last year. He was formerly in the 
hardware business at Bellingham, 
Wash., and later represented the Aetna 
Life at Tacoma. 

Toyojiro Kameda, actuary of the Jap- 
anese government lite insurance system, 
is in the United States to study the 
great developments in American life in 
surance and incidentally to replace the 
government lite imsurance library that 
destroyed in the Tokio earthquake 
fire He is, of purchasing 
new books on life insurance and health 
and accident imsur: those de- 
troved 

The government hife 
Japan is written through the postmaster, 


Was 
and 


course, 
sides 


nee be 


msurance in 


| who acts im the capacity ot the general 
agent. The mail carriers are the can 
vassers and the government system 1s 
growing very rapidly There are al 
ready more than 5,000,000 policyholders 
The postmaster and mail carriers work 
both the city and the country districts 
The mortality table used is simply the 


| creased 20 


population and 


years, m 


record ot 
period ot 
for satety 
business 1s 


government 


mortality over a 


percent 


The on the 


government 
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monthly payment plan. The Japanese | 
use the same calendar as Americans. | 
The postmaster receives one and one-half 
monthly premiums for writing the busi- 
ness, and makes his own bargain with 
the mail carriers, paying them from his| 
one and one-half monthly premiums. 
Mr. Kameda is a doctor of science 
and is chief actuary and statistician in| 
connection with the imperial Japanese} 
government. He learned life insurance} 
mathematics in Germany, in the office] 
of the largest Prussian life insurance 
company, long before the great war. 
Three years ago he visited England and 
studied the methods of Prudential, the 
big industrial company of London, but} 
this is his first visit to the United States. 
He left Yokohama Mar. 1 and will be 
in this country until some time in May. 
He learned English in Japan 30 years 
ago and speaks it accurately and care-| 
fully, although his pronunciation is} 
sometimes slow. | 








Frank W. McDonald, western real es- 
tate representative of the Equitable Life 
ot New York, died suddenly of heart 
trouble in his room in a hotel in Colum 
bus, O., last Friday night. Mrs. McDon- 
ald was with him at the time. His 
home was at Evanston, Ill, to which} 
place his body was sent for interment. | 
Mr. McDonald had been in Columbus a | 

| 








week looking over the field with the| 
purpose, it is understood, of establishing 
a loan agency there. 


Forest M. Cardwell, Oklahoma state | 
agent for the Old Colony Life, died at} 
Rolaier hospital in Oklahoma City last} 
week, after a short illness. 


The Perez F. Huff Agency of the! 
Travelers in New York again has the} 
distinction of having the greatest num- 
ber of star agents on the honor roll for | 
life insurance production in the company | 
for 1923. This has been the record | 
almost every year since the agency has | 
been in existence. Last year two agents | 
were enrolled among the 10 leaders for | 
the medal roll, being 20 percent for the | 
entire country, and five were listed on} 
the roll of honor of the 50 leaders, being 
10 percent of the total. 


L. Bruce Hedrick h2<s been appointed | 
assistant manager of the Seattle agency | 
of the Aetna Life and affiliated com- 
panies. After the war he became con- 
nected with a large American importing | 
and exporting concern representing that | 
company part of the time in Japan and | 
China. He returned to Seattle and was 
appointed educational director for the 
United States Veterans Bureau He 
graduated from the Life Insurance] 
Salesmanship School at Carnegie Insti- 
tute and at the present time is chairman 
ot the educational committee of the | 
Seattle Life Underwriters Association 


Milton P. Hawkins, who was recently 
ippointed assistant manager of the 
Aetna Life at Los Angeles, under I. J. 
Muma, was formerly a newspaper man 
at Des Moines, la. He entered the in- 


surance tield with the Travelers there 
leaving it to take an agency with the 
Connecticut Mutual at Omaha. He re- 


turned to the Travelers at Seattle \fter 
the war he became la 
fravelers in Maine 


pointed on the staff of 





ent of agencies at the 
Samuel M. Carson, manager of the 
(,eorgia agency of the Aetna Lite has 
cen in lite insurance work for 25 vears 
Recently he has been conne ‘ted with 
the Mutual Life in Atlanta. He entered 
is msurance career with that company 
Howell W. St. John, actuary of the 
\etna I fe, celebrated his 90th birthday 
\pr. 3. In honor of the occasion, and 
s a tribute to the nearly vears he 
has served the company, his fellow of! 
cers in the Aetna Life sent to his home 
i huge jardimere of American beauty 
roses. Mr. St. John was so busy re« 


sponding to telephone calls and con 


Oe 


vratulatorvy messages that he was not 
able to report to 
tomary early hour. He stated, how 


is othce at his cus 
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service on 
Substandard 
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of Life Insurance— 
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MISSOURI STATE LIFE 


Liberal first commissions; 


guaranteed non-forfeitable 
renewals, 


in branch office territory. 


Expert Sales Assistance 


Also 
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avana in Accident and Group 





MISSOURI STATE LIFE INSURANCE COMPANY 


M. E. Singleton, President Home Office: SAINT LOUIS 
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ever, that he was in the best of health | Choynski served as athletic director at| in that it will be devoted to educational | the telephone that his apartment was 
and spirits. the Pittsburgh Athletic Club. He was | matter for the general public. | being broken into. Investigation showed 
Mr. St. John was born at Newport, | secured for the Holzman agency by | — | that jimmy marks were on his back 
R. I., Apr. 3, 1834, his father at that time | Dave Mitchell, who is one of the agents.| Fred W. Friss of Kenmare, N. D., has | door and a search of the premises re- 
being head of an extensive commission Mitchell was associated with Choynski| announced his candidacy for commis- | vealed an_interloper who was promptly 
business for foreign and domestic trade. | for a couple of years and took boxing | cjoner of insurance of North Dakota on carried off in the patrol wagon. 
Obtaining his earlier education in part | lessons from him, | the Republican ticket before the pri- | ; -- : : 
by private tuition and later at public | - maries. He has been a resident of Ken- | General Agents H. L. Willet of At- 
preparatory schools, Mr. St. John en-| Law & Roberts of Wheeling, W. Va.,| mare since 1901, going to that town from | !anta, Ga., and Bolling Sibley of Mem- 
tered Yale and was graduated from the | general agents of the Northwestern | Blue Earth, Minn. He was formerly con- phis, Tenn., of the Penn Mutual Lite 
school of civil engineers—which later | Mutual Life, call attention to the fact | nected with the First National Bank of | 4 Tunning a neck and neck race with 
hecame the Shefheld Scientific school— | that the company for 30 years has made | Kenmare as vice-president and in that | each other on new business production 
with the class of 1855. ; | general agency appointments from its| capacity had charge of the insurance | during “Kingsley month,” Mar. 10 to 
_ He entered the practice of his voca- | own agency ranks. Two general agents | pysiness. At the present time he is a | Apr. 12. On Apr. 1 the Atlanta agency 
tion in Texas, and followed it subse- | have been promoted from the Law & | local agent at Kenmare. | had $288,000 to its credit since Mar. 10 
quently in Alabama and then in several | Roberts general agency within — six and Memphis had $283,660 in com- 
of the northwestern states, which were | months s| he latest is Herbert ] z De. Hiram C. Castor, former gencral | pleted applications. — Mr. Sibley, \ ho 
at that time very sparsely settled al- | Smith, who recently became general} . 7 go ek hee yaad --. | is pitting his agency especially against 
: ss a P al >. | agent of the Connecticut General Life —~. ie pag me 
though now the seat of thriving popu-| agent at Harrisburg, Pa. Mr. Smith Phin eel ait 6 oad tit tia | Mr. Willet’s, has a mark up of $600,000 - 
lous cities. | has been a full time Northwestern man yee ucago and still connected with the | and thinks he will reach it. 
ape : ee : , eat company in the producing end, has 
In 1867 Mr. St. John entered the serv- | for ten years and has proved his ability been critically ill < he Ev H | om 
ice of the Aetna Life. and shortly there- | a8 4 personal producer and organizer. t < , tes y} ti ‘tall _a toca “*- | Bernard B, Gough, who led the Trav- 
after was appointed actuary. He is a| ae 0 Se cat on 1 ‘De Can “3 es | elers forces last year in Maryland in 
charter member of the Actuarial Society Gordon Henderson, assistant secre- rae id ———— "hi i. lite mae, selling life insurance, has been elected 
of America and in 1893 became its third | tary of the Central States Life of St. | pod ob _ va of tae —— ‘a a al | president of the Lions Club of Balti- 
president. He was a delegate to the Ac- | Louis, and Miss Grace Elliott Arbuckle tei ag ‘that bod an -—* ai ae | more. 
tuarial Congress held in Brussels in | Were married at Waco, Tex., last week 1} cagpact - that os dre. cae Seo | ae 
1895, the first congress of actuaries ever | The entire Central States Life family) 2 nel onthe ‘a F Games B | S. C. Schultz, prominent life under- 
held. He also is a member of the Amer- | has united in extending congratulations ga on the stall of General ben) .piter of Diclinson, N. D., and a dis- 
ican Statistical Society and de L’Insti- | to the popular assistant secretary and im 1CkaS. | trict agent for the Montana Life, died 
tut des Actuaries Francais. | his bride. | suddenly at his home in Dickinson, fol 
L. D. Cavanaugh, vice-president and| lowing a stroke of apoplexy Mr. 
r ai » cp _™ a emeun, ts actuary of the Federal Life of Chicago, | Schultz has been in the life insurance 
Joe Choynski, who 20 or 30 years ago | aie ‘of a ne Seteye or , | went shopping for an efficient revolver | business in the Dakotas for several 
was one of the famous pugilists in this | Pa kcal ae ance | per in that city being | Friday morning last He had been| years, formerly with the Northwestern 
country, has joined the Alired Holzman eine date, Mie “Tneurance Leader » fr. | awakened the night before by the police | National and more recently with the 
general agency of the Equitable Life of Ronfenle n Enelishman by birth, || Who had been advised by someone over | Montana Life. 
New York in Chicago. He was at one ee a a 
time the light heavyweight champion of  % . 5 
the country. He was born in San Fran- Announcement has been made by the 
cisco in 1868. In 1896, weighing 157] Baltimore “American” of the appoint- | LIFE AGENCY CHANGES 
pounds, he fought Joe Jeffries 20 rounds | ment of E. Simon Banks as insurance | }} 
to a draw, Jeffries then weighing 228] editor of the insurance page to be 
pounds, In 1894 he fought Bob Fitz-| started by that paper this week. Mr.| MCMAHON GOES TO NATIONAL , York City and the appointment of Ed- 
simmons in Boston. In 1901 he fought | Janks has been a contributor to THE aso Se | ward M. McMahon as general agent for 
gack Johnson. | Later he fought Tom | Nationat. Unperweiter and other lead- | gycceeds William R. Collins & Co. as| Greater New York to succeed then 
Sharkey and Kid Mc oy. ( hoynski m- | ing insurance publications for the past | The company will bring its two New 
itiated the barge fighting in San Fran- | five years. The Baltimore “American’s” General Agent for Vermont Com- York general agencies together in the 
cisco Bay, going out beyond the city | insurance page will be the first of the pany in Greater Now Terk | Singer Building, where it has main- | 
limits where he could not be reached by | kind published in Baltimore. It will ae | tained an office for more than thirty | 
the police His first fight in this con- | appear every Monday. Mr. Banks an The National Life of Vermont an-! years Enlarged quarters have been 
nection was with Jim Corbett. After nounces that it will be unique in the | nounces the retirement of William R.. secured in that building. 1 
quitting the professional pugilistic field | way of daily paper insurance pages, | Collins & Co. as general agents in New| Mr. McMahon brings to the National 1 
a — 











The leadership which has played such 
an important part in the development 


F. L. Tucker, Assoc. 
F. E. Shane, Cashier, 


lowa. 


J. J. Shambaugh, 

C. J. Locker, Capi 

W. C. Barron, Pres. 
City, Mo. 

B. M. Kirke, Ins 

R. F. Lee, Insurance 


of the middle-west is well typified by U. G. Turner, Banke Sto 
| e W. G. Hunter, 
| the able business-men who form the D. C. Costello, Scrip | 


| directorate of the Royal Union 
| Life. 


| Paid to Policyholders - - -- - 
Insurance in Force - - 


ROYAL UNION LIFE WN 


‘“Jowa’s Most A gwes: 
ROYAL UNION LIFE BUILDING - . . . 
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an unusual record of successful organi- | cago branches and will start as a $5, stein dropped a successful life as a min pany's office at Milwaukee and in 1920 
zation and development work in addi- | 000,000 agency. ister to take up the work. He has had ent to Madison as superintendent of 
x tion to traimed ability as a life under- —--- unusual success with the Midwest ywents m Wisconsin for the company. 
’ writer. Shortly after graduating from Joseph Heuertz - — Che territory to be handled by the Mad- 
the University of Wisconsin he entered eal E. C. Ford | ison ofhce of the Security Mutual com- 





the life insurance busin = eee sey 1¢1 s bee ed « 
the lite isurance Dusiness in 1909 with 1 , a prises 11 counties 
the Northwestern Mutual Life at Madi-} |:* ae. eh. \me in Na E. Ford of I we Falls, Ta = 
n. Wi He became a general agent | ™ nal of St. Louis for northeastern Kar merly representing the Western Life of —— 
son, is D am i ral agen a. Te ’ SEES 4 pa LT; D M : 1 aa s | aati 
’ - " Sas t cad ers at | CKa Pits es i Ics, S taken a feneral agency . 
for the Northwestern in 1910 and did| j0 1. is in Vallev Falls. Kas ee ee Ranids Life. th “s Louis H. Koch 
successful work in that position until | O°" is 1 aliey alis, Na the Cedar Aapids ile, the com- | : 
: ra Sia ee i ee oe pany with which he started in business Louis H. Koch, formerly with the 


th lose of 1912, when he resigned to a tie ' cy : 
: = nip : —-* ned { Ed. Mack several years ago. Mr. Ford was for-| Travelers at Dayton, O., has been ap- 


; become associated with Dr. Charles Al- : 
: he ae : age - —_ , —s 1 connected with a bank at Garner,| pointed manager for western central 
wright, one of the country’s outstanding mt MaCK Has Deen 5 A Sta 1 +} | 1 } | ; 
rit li insuratr , ent Aw » for the W I nd then became vice-president of the | Ohio with six counties for the Security 
writers ot! te insurance. agel n TAaSKé r ti ester! 11e 4 , : - 
) : Vf v ‘4 , , I ers State Ba of Dows. While | Mutual Life of Binghamton, N. Y. Mr 
Des r S of ¢ ining orga Zat eX- Jes S Mi \ x Wi K¢ ' 1 . ’ 7 
- thes a ociedl M tones aa till « ected with the bank, he repre Koch will make his headquarters at 805 
erie ¢ ong th oades es s S ere Pg J - 
" Nf r..} : 1 . ae _ ’ | c ed the Ce r Rapids Life He lef Reibold building, Dayton. 
Vic Nl ( entered the Chamber ot Lom- Was eri te \ e ba > " - 
. . 1 + r Lif iD \l x isiness engag in the 
merce managerial work as secretary at | ¢rs Lite oi Des M es years ago | , “ge Beas ———- 
' T \ i } } } . anointed district c ‘ ess aS a ] t 
fadison, Wis n 1913 and trom 1916 e Was ; ed district age : 
’ ’ . a ° Ss 
to 1920 held a similar position at St Western with Clarinda as head rters eee Harry A. Bliss 
Paul, Minn. He left that work to or-| and will now return to Lincoln to as A. J. McKinnon Harry A. Bliss has been appointed 
ganize the Northwestern Casualty & | sume ¢ rge of the com] ys Isiness ry Cloverleaf Lii x { le agency supervisor of the Indianapolis 
. - ° “ . 1 i \ ica < is i 
' Surety ot Milwaukee, which was | throug t tne state T ae 1h 11] whicl oe — . Lite for northern Illinois He has been 
launched in 1921 and during 1922 and - reased its. capital stock. permitting | COmmected with the American City Bur- 
: : = creased Ss apita STOCK, pe itt i 9 
1923 was vice-president and manager of W. E. Robinson ome tne Californi for its life depart cau of Chicago 
- oO i or i i s ( par 
agencies tor that company. He put that WwW. FE. Robinson has be , nted | ment, has appointed A. J. McKinnor i ; 
company on a very solid basis, retiring , ; , 1d , ‘ 1 ‘ " 
. . ’ 5S gener ent r the © ( ny Life | of Los Angeles stat igent for the life D : . 
Caen ae e “i NS gag Diana aga caret f ag i ; ; aniel L. Scanlan 
rom it because of mis desire to return | of Chicac at Littl Rock Ark. Mr. | department Mr. McKinnon has mac 
ta life ineurance wor — “ae - : / — - ‘ Paws , 5 Aas ¢} } 
Lite urance work Robins 1 know1 . Arkansas ’ ible P rd with his « " > M. Sarver resident of the OF 
a ving be life underwriter for many! health and accident business having | State Lite, announced this week that his 
vears al wit the Metror ‘ Life wilt up a $5,000 debit in three ears. | company d been admitted to Pennsyl 
OPEN NEW CHICAGO BRANCH | ior the past four vears. He ill open | He is expected to now make a 1 rd nia and that Daniel L. Scanlan had 
aes Gcec she $< nge Bank satidicna for the life department als wen placed in charge of tl company 
rests in the Philadelphia territory 


Inspector of Agencies R. E. Whitney to = ee | ise Cilsin Mente Eke be atandiie aaemel 
Head New Office, Launched as H. J. Kirschstein C. F. White “eg ee 


eld ot operations Business ot 


$5,000,000 Agency Airscnstem, supermtendent | C. F. White has en pomt , t pany f ¢ first quarter of 1924 
, vents for tl \ est ‘ Lincol eral agent ‘ Mutual 7 st e at proximate! 40 per cent greater 
cc tt < () ¢ t Ne 1d ‘ ) 
New \ k Life s va ‘ { ' ‘ ? . 
ine ew | cl nee 1 4 £ that the c« ‘ one v ‘ ot 
e hons with the central depart: ¢ view. mes ee ee gm onaae ian \I , 
fice and under the direction of R. |! Snell ic hes: manta “cnet , Clifford T. Booth 
Whitnes anectes of eaeurcies of ¢ ooo Psnatoe nt gy a ae George T. Carlin he Guardian Life has appointed Clif- 
central department. he central rancl ‘ st sine. t mpat 1] be { ure | Carlu ior the 1 t t ord 1 Boot! manager and William 
ler J \. Campbell, agency directo: lled the { ‘ 1 f Car s t tendent of agents Wis 1. Will associate manager of its agency 
«hich has been occupving this spa se af the + ater ’ . irschstei , or the Centr Life of low t Minneapolis Che office is in the 
will move to the floor above in the New ll not be known until the return « een appointed agency manager at Mad McKnight building 
| York Life building. The change is made M Snell earl n Ma \r id a son, Wis., for the Securitv Mutual Life | Mr. Booth for a number of vears has 
| ‘o offer more commodious quarters tO} alog exists between the careers of M1 N y York Mr. Carlin went into lite been with the White & Odell agency of 
all departments Che new branch office Snell at M Wirs ste Che tormer msut ct work for the Central Life t the Northwestern Nat il Life at Min 
1 will be organized by the transtet! lett a successtul | Y pract et organize West end \\ oe n 19017 (ne vear "he ipolis having beer connected with the 
1 representatives trom each of the Chi-| a irance ¢ 1 Nr. Kirs leat he ass ed charge of tl om | office r te ‘ . Mr. Will has been 
. 











A COMPANY’S GREATEST ASSETS 


President 


: The successful experience of the men | 
ik, wen listed herein in the diversified inte 
me rest they represent is passed on to 
the management, and it will continue 
laa to assure a strong and progressive 
— company. | 












Over $15,500,000.00 
Over $112,000,000.00 
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AMERICAN LIFE 
REINSURANCE CO. 


OFFICES 


DALLAS, Magnolia Building 
CHICAGO, 29 S. La Salle St. 











Prompt Service From Both Offices 
Maximum Security to Treaty Holders 








FRED D. STRUDELL MORTON BIGGER 
Vice-President Secretary 

C. W. SIMPSON BERT H. ZAHNER 

Medical Director Chicago Manager 


A. C. BIGGER 
President 








WINNIPEG’S 


New — First Class — Downtown and Leading Hotel 


The Marlborough 


240 Rooms— 220 Baths— Sample Rooms 


Within three minutes of all Insurance Offices and ‘Agencies 
and Center of 


Financial, Wholesale, Shopping and Theater District. 
R. H. Webb, Manager 








Seventh in the U. S. A. 


In 14 years this Company developed an accident and 
health business that placed it in 7th place among all the 
companies of the United States in amount of disability claims 
paid. And it is now making equal progress in the develop- 
ment of the Life Insurance Department. 


BUSINESS MEN’S ASSURANCE COMPANY 


W. T. GRANT, President KANSAS CITY, MISSOURI 











Safety, Service and Stability 
ATTRACT PROSPECTS AND INCREASE AGENTS’ CLIENTELE 
SAFETY—Guaranteed by careful selection of risks and investments. 


SERVICE—Provided by an efficient and progressive organization. 
STABILITY—Assured by conservative business policies. 


Horne Office: 


Founded: 1867 Des Moines 





Insurance In Force Over $350,000,000 


For information concerning contracts: Address Agency Department 


j ° 
connected with 











Acacia Mutual Life Associati 
Formerly the Masonic Mutual Life Association of the District of Columbia 
Insurance in Force, over $150,099,030.00 Assets over $10,000,000.00 
We issue all Standard Forms of Old Line Legal Reserve Policies at Net 

Cost to Master Masons Saly 
To Agents who are Master Masons in good —— we offer: 

Liberal First Year Commissions. Continuous Renewal, thus insuring an 
ncome for life to permanent Acacia Agents. Real Home Office Cooperation 
WILLIAM MONTGOMERY, President 
Homer Building Washington, D. C. 














the 
nearly 20 years. 


George S. Kimball 
Kimball, for 


business of 
companies 


many years 
restoration 
in San 


George S. 
engaged in the 
work for various 


Guardian Life for | Francisco, 


|; ness. 


and who became general 
agent in Oakland, Cal., for the Northern 
Life of Seattle in 1923, has resigned that 
position to return to his former busi- 
Prior to becoming a general agent 
Mr. Kimball had served for some time 
as manager of the Northern Life’s res- 
toration department at its home office. 
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BLAME COMPANIES FOR DELAY 


Connecticut Agents Without Licenses 
Because Requisitions Late in 
Reaching Department 


HARTFORD, CONN., Apr. 8.—Ap- 
proximately 8,000 agents in Connecticut 
were not able to write any business on 
Apr. 1 because of negligence on the part 


surance commissioner applications for 
1924 licenses, which become effective on 
that date, Commissioner Lunham states. 

All of the company licenses for 1924 
were issued, but, out of approximately 
16,000 agents and brokers in the state, 
only 7,500 have received the permits 
under which they could operate from 
Apr. 2 until Mar. 31, 1925. 

In explaining that the trouble lies in 
negligence on the part of the companies, 
Commissioner Dunham said that, al- 
though it is incumbent upon the agents 
themselves to see that they have li- 
censes, the practice has been for the 
companies to ‘make application for li- 
censes for all their agents and then dis- 
tribute them. 

One company in the city, he said, sent 
in sogeniese for 300 of its agents at 

5:30 p. Mar. 31, a full hour after the 
office steaed for the day. 

The gradual tightening up by the state 


which has been a feature of Commis- 
sioner Dunham’s administration of the 
office, is receiving further pressure this 
vear. No part-time brokers are being 
licensed by the department and all the 
brokers are being required to pass an 
examination, 

The license card for this year is much 
smaller than it has been in the past and, 
is being modelled after the motor ve- 
hicle operators’ licenses, so that it can 
be carried in the pocket conveniently. 


Connecticut General Adds to Site 


The Connecticut General Life has ac- 
quired further property on West street 
in Hartford, adjoining the present prop- 
erty owned on Elm and Hudson streets, 
where the proposed new site is to be 
constructed. President Robert W. Hunt- 
ington made the statement that the 
company would proceed with its 
building project, but not at once. 





Reports West Virginia Business 
The 


sioner John C. 


Commis- 
that 1923 


preliminary report of 
Bond shows 


new | 


of the companies in filing with the in- | 


department on all agents and brokers | 


| in 


life insurance business in West Vir- 
ginia totaled $130,159,371, an increase 
of $20,000,000 over the 1922 figure. The 
total insurance in force in life compa- 
nies is now $513,462,457. Premium in- 
come on life insurance business in 1923 
was $16,165,208 and death benefits to- 
taled $3,813,147. Fraternals wrote $14,- 





200,123, compared with $12,000,000 in 
1922, 
Jefferson Standard in Ohio 
The Jefferson Standard Life of 
Greensboro, N. C., has entered Ohio. A 


branch office is opened at Cleveland with 
Fred E. Luff in charge. He was for- 
merly connected with the Guardian Life 
in Cleveland. The Jefferson Standard 
will open other offices in Ohio. 





Ohio Medical Men Meet 


Medical examinations and relations be- 
tween the medical departments and the 
men in the field were discussed Tuesday 
at a meeting of the medical directors of 
half a dozen Ohio life insurance com- 
panies, examiners and field men at 
Youngstown. 


Many Alcohol Deaths at Pittsburgh 


With deaths due to alcoholic poison- 
ing at Pittsburgh, Pa., numbering 15 


| during March, setting a new high record 


county, local authorities 
are bending every effort to eradicate 
this condition. In this connection local 
insurance examiners are making closer 
examinations of applicants. 

According to the coroner's records the 
increase in fatalities due to acute alco- 
holism is more than 50 percent com- 
pared with recent months, and in com- 
parison with similar periods during the 
pre-prohibition days the increase is 
more than 100 percent. In February 
there were eight deaths due to alcohol- 
ism and nine in January. 

Automobiles claimed 18 victims there 
March. 


for Allegheny 


Dinner for Hansen 


T. Louis Hansen, vice-president of the 


Guardian Liie, will be guest of honor 
at a dinner to be given this (Thursday) 
j}evening by the Philadelphia agency in 
honor of the company’s 64th anni- 
versary. Manager E. J. Berlet will be 
| toastmaster. Other speakers will be 
Charles Grakelow, director of depart 
ment of public welfare, Philadelphia, 
and E, J. Cattell, former city statistician. 


| 
| 
| 





| IN THE MISSISSIPPI VALLEY 











Further Amendment to Iowa Law 
Passed by Senate and Reported 
Favorably in House 


DES MOINFS, IA., Apr. 
state senate has disposed of the revision 
of the Iowa insurance law and the 
house, through the proper committee, 
has recommended favorable consider- 
ation of the senate’s action. The new 
law incorporates a number of features 
that were suggested by the attempt of 
stock brokers to have a receiver ap- 
pointed for the North American Na- 
tional, The insurance commissioner 
given much more authority, as sug- 
| gested by Attorney General Gibson be- 





1s 


8.—The | 


LIMITS PROMOTION EXPENSE | 


fore the special committee appointed to 
investigate insurance affairs under the 
Browne resolution. The commission al- 


| lowed stock salesmen, brought out in 
the investigation, received a_ definite 
limit by the adoption of this amend- 
ment: 

“Section 4.—The maximum promo- 
tion expense which may be incurred 


shall in no case exceed 12% percent of 
the par value of said stock, and no por- 
tion of such amount shall be used in 
payment of salaries for officers and di- 


| rectors before the issuance by the com- 


missioner of insurance of authority to 

transact an insurance business.” 
Senator Fulton went further in the 

matter of protecting investors against 


| extravagant promotion by the introduc- 


tion of the following as Section 6, which 
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passed the senate without a dissenting | 
vote: | 
“No company shall enter into any 


Detroit. “Writing Insurance on Many 
Lives” was given by G. Thompson. 
Mr. Beers, Grand Rapids district man- 


contract with any promoter, officer, di-| ager, talked on “Delivering Policies.” 
rector or agent of the company or any| D. E. Valentine reported on a new | 
other person to pay his expenses or to} policy record book which the agents 


pay him any commission or any com- 
pensation for his services in promoting 
or organizing such company or in sell- 
ing its stock in excess of the amount 
authorized in Section 4 hereof; nor| 
shall it contract with any such person 
to pay him any part of the premiums 
arising from the insurance it has writ- 
ten or may write as compensation di- 
rectly or indirectly for aiding in the pro- 
motion or for aiding or effecting any 
consolidation of such company with any 
other company, without the approval of | 
the insurance commissioner.” 








of the office have designed. 

In honor of Mr. Spence’s birthday, 
the members of the agency force pre- 
sented him with a beautiful watch with 
an appropriate inscription. 


NATIONAL EXPANDS 





CHICAGO 


Company Has Entered Kentucky and | 


Iowa and Will Organize the Two 
States Immediately 


The Chicago National Life is enter- 


ing Iowa and Kentucky, it already being | 








ei Wasted Selling Efforts 


That's the way you feel about it when you have worked 
hard on a prospect and secured an application—only to have 


it rejected. 


—you have spent a lot of your time and effort without 
being able to capitalize on your selling ability—some- 


thing that the Medical 
attitude towards impaired risks. 


Life eliminates by its liberal 


“Life Insurance For Everyone” is a motto fully lived up 
to by this company with its standard and sub-standard 
departments and Child’s Endowment policies. 


Capitalize on your selling efforts—don’t waste them 


GRIZZARD MEN HAD BANQUET licensed in Illinois and Indiana. Harry A card will bring you our plan 
McChesney, who was formerly with the | 
Several Promotions in Organization} Travelers and who has been selling in- ” 
Announced at Meeting in Chicago, surance for the Chicago National for | er " 


Headed by President Grizzard 





The Chicago agents of the Grizzard 
System of America were the guests of 
James A. Grizzard, president, at a re- 
cent banquet at the Hamilton Club, Chi- 
cago. Mr. Grizzard briefly enumerated 
the successes of the Grizzard offices at 
Columbus, Cleveland, Detroit and other 


points and pictured the future growth of ber, for example, his applications | Viee Pres. & Gen’l. Mgr. Agency Supervisor 
the Grizzard idea throughout the coun-| amounted to $852.492. 

try. The Chicago organization has | The annual statement shows assets | —' 
closed a most successful first vear, and| $504,796: capital stock paid up, $140,000; 


some time, will take the state manage- | 


ment for lowa. F. A. Smelser, one of 
the star producers of the Chicago Na- 
tional, who was formerly connected with 
the International Life, will take the Ken- 
tucky state agency. A. L. Whitmer, 
chairman of the board of directors of 
the company, not only gives a lot of 
time to the management but he is the 
leading persorial producer. In 


Novem- | 


ICAL LIFE 


INSURANCE COMPANY OF AMERICA 


WATERLOO 


I. G. LONDERGAN 


IOWA 


E. E. BROWN 




















looks forward to a banner vear for surplus over and above capital and all 
» . *,* . . 

1924. 2 ; other liabilities, $62,000; insurance in ~ - - 
Gilbert Carter, formerly sales man-| force $9,075,854. It gained 22 percent | SAFE AS A GOVERNMENT BOND 


ager of the Chicago office, was an- 
nounced by Mr. Grizzard as general 
sales manager for the Grizzard System 
Through Mr. Carter's diligent effort and 
sincere purpose, a fine sales organiza 
tion has been built in the first 12 months. 
During this time W. B. Strong, for- 
merly associated with the Illinois Trust 
& Savings Bank, ably assisted Mr. Car 
ter, and Mr. Grizzard was pleased to 
announce that as a reward for his serv- 
ice he would from now on be sales man 
ager. 

Mr. Grizzard followed with a brief an- 
nouncement that all of the offices of the 
Grizzard System would be incorporated 
under one head to be known as Grizzard 
Svstem of America, Inc.. in line with 
Mr. Grizzard’s thought of completing a 
national organization 








HOME STATE NEW BUSINESS 


in assets, 67 percent in insurance in force 
and 109 percent in premiums collected. 


Kansas City Agents at Des Moines 


Thirty agents of the Royal Union 
Life from Kansas City reached 


Moines in a special Pullman Friday and 


Des | 


remained until Saturday night as guests | 


of the management. This trip was a 
reward for the largest business offered 
by the Royal Union under its old man 
agement. The new Royal Union Lite 
acknowledged the obligation of the old 
and showed the men the time of their 
lives. 


Must Pay Policy on Agent 
The Missouri State Life must pay the 
claims of Elsie DeBus and M. C. Christ- 
man, administrator of the estate of W. 
H. DeBus of Wichita, under the deci- 
sions of the district court of Sedgwick 


a 


LIFE, HEALTH, ACCIDENT ~“e MONTHLY INCOME INSURANCE 


la teea LATEST POLICIES AND AGENCY CONTRACT 
Openings Obio, Ind., Ky., Mich., W. Va., Tex. and Okla. 





Write Columbas 


FOR FACTS 














- Southland Life 


Insurance Co. 


HARRY L. SEAY, President 


Amounts Produced by the Iowa Life} county and the supreme court of Kan- Insurance In Force 
Companies in Their Own Com- sas. The supreme court held that a 
company writing policies on an agent 


monwealth Last Year 


Iowa companies show a good increase 
in new business as compared with 1922. 
The following list shows what the dif 
ferent companies did: | 


Name of Company 
tankers, la 


n 





with a contract providing that his com- 
missions should pay the premiums was 
barred from refusing to pay the policies 
on account of the non payment of pre- 
Thiuwms 

DeBus was an agent for the company 
and it wrote policies on his hie. 
In his agency contract was a provision 


two 





Equitable, es that his commissions should pay his | 

State Life, Ia..... premium When 1] lied t] iw form 
Central Life, Ia e* chicas 2 se oe ee i i 

Western Life. Ia... were past due on both policies and the The latest in approved policy forms. 





Register Life, Ia... 4,5 








company refused to pay the face of the 


$75,000,000 


Admitted Assets 


$8,330,000 


Disability Annuity Benefits with first payment 


Des Moines L & A. 4.100.000 ' licie because of the non iwment oi 
Guaranty Life. Ia. ; , td S because Ol > NON-ps nit « | 
Reinsur. Life, Ia. ays .| the premiums Both courts held that ! IMMEDIATE. 
Royal Union Mu 2,823,795 the agency contract prevented the com- . . ° 
ore, Meee SB ~ | pany making a claim of this kind and Waiver of Premiums without extra charge. 
+ National Life, la.. 1, 1.86 | directed that the policies be paid , 
Cedar Rapids Life 1,872. 2,365,316 | Pda te Double Accidental Death Benefits. 
Universal Life, Ia 1,936 1,773,735 , a ; 
Great Western, la. 1,670,000 (singe Aug Figures on Minnesota Business Sub-standard risks are handled as expeditiously 
{ Merchants Life, Ia 1,486,631 ‘1,005,200 Minnesota life insurance agents set a as those on standard lives thus insuring to the agent 
referred Risk, I: .169.678 825.692 cord in > Seeatennn fae ean ; . : : 
Republi ‘ite jas” '751000 335,000] record in new business for one year in a maximum of service. 
Conservative Lif 594,500 “75 009) 1923 when they wrote a total of $190,- 
eer 607,901, — to,the ee Nee m Advantageous agency contracts open to men of 
, | nissioner, Ss, just issued w oral eee * . . . ° 
Spence Agency's Rally | cna gadisien Same Gen Ae te onal ability and integrity. Previous insurance experience 
ne, — ane ype aneute - of the yeas Snare was in force in the not essential. 
ende¢ re all-state eeting held by] state $1,149,106.879, more than twice as | 
the H. Wibirt Spence agency of the] much as there was five vears ago. 
Mutual Life of New York at Detroit! The commissioner's report shows a CLARENCE E. LINZ 
last week. Mr. Spence gave a stirring] steady gain in industrial insuranc: Vice-President and Treasurer, in Charge of Agents 
inspirational talk. M. H. Butters, su-| 92.414 policies for a total of $18,904,731 PHILIP N. THEVENET PAUL V. MONTGOMERY 
i perintendent of agents, gave two talks, | being W ritten in 1923, compared to 64 Vice-President and Secretary Vice-President and Actuary 
closing with an especially strong ad- | 521 policies for $8,885,000 in 1918 DALLAS, TEXAS 
’ 


YiIM 


dress on “Champions.” The subject} Group insurance also shows a healthy 
of “Pre-approach” was selected by Mr.| gain during the five +r period. This 
O'Keefe of the R. G. Dun office at} business did not get a start until 1919 
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@For 1923 the bankable resour- 
ces of the farmers in one county 
in Wisconsin exceeded 17 mil- 
lion dollars. There are 71 counties in 
the state—one or two better than this, 
and of course many not so good. But 
65 of the 71 counties are each probably 
as good insurance territory as you'll 
find out of doors. 


Natiygeonal 






nsurance Company 


Home Office, Madison, Wis. 


A good man might do 
better in Wisconsin. 




















Over 144 Million Policies Now In Force 


oe Only four other life insurance companies 


wnen 66 policies were written while in 
1923 there were 3,472 contracts written 
for a total coverage of $20,667,742. 





Peoria Life Nebraska Meeting 


Twenty-two agents were in attend- 
ance at the annual meeting in Lincoln 


| of the Nebraska force of the Peoria Lite. 


Five men from the home office were 


present: Emmet C. May, president; | 


Walter May, agency secretary; G. D. 
Patterson, secretary; Dr. F. A. Causey, 
chief medical director, and Mr. Bowles, 
advertising manager. At the contest 
staged during the afternoon the five 
winners of extra bonuses for production 
during the year were announced. These 
were J. F. Hunt, L. A. Watson, C. J. 
Humphrey, E. H. Peetzke and Elmer 
Newbauer. A banquet was held in the 
evening at which President May talked 


on “The Agent a Counselor to the Bene- { 


ficiary,” and Walter May on “Alaska 
and the Hundred Million.” The com- 
pany made a very nice increase in busi- 
ness in Nebraska during the year, and 
plans wwre laid for bigger production 
during the current year. 


To Check Credit Extensions 


Commissioner Van Camp of South 
Dakota has issued a ruling that on and 





after May 1 premiums for insurance 
upon persons and property of all kinds 


must be paid on or before the 15th day 


of the second month succeeding the 
i} month in which the policy or contract 
or any renewal thereof is effected. The 
only exceptions to the rule are farm 
risks written on the installment note 





plan, when the interest is included in 
the computation of the premiums. A 
fine of $200 and revocation of license 
will be the penalty for violation of this 
rule by extending credit beyond the 
Maximum period without interest 





Plan Central Department Rally 


The central department of the New 
York Life will hold its annual conven- 
tion in Chicago on May 19. It is ex- 
pected that there will be 500 field men 
in Chicago for this celebration. Second 
Vice-President Walker Buckner will be 
present from the home office and direct 
the conference. The convention head- 


quarters will be at the Edgewater Beach 


+ Hotel. 





Mississippi Valley Notes 


Indianapolis offices of the Phoenix 
Mutual Life, Connecticut Mutual Life. 
Life Insurance Company of Virginia and 
Acacia Mutual Life have moved to the 
new Meyer-Kiser Bank building. 


Mr. and Mrs. A. L. Saltzstein have re- 
turned to Milwaukee after spending the 
past two months in the South. Mr. 
Saltzstein is general agent for New 
England Mutual Life in Wisconsin and 
upper Michigan. 

Several Milwaukee life insurance men 
are among the nominees for directors of 
the Milwaukee Athletic Club, including 
Lawrence A. Olwell, counsel for the Old 
Line Life; John J. Hosch, special agent 
New York Life, and Herbert N. Laflin, 
associate counsel for Northwestern Mu- 
tual Life, for three year terms, and John 
E Reilly, secretary Old Line Life, for 
one year. 


in America have more’ policy contracts in 
force than this company. The following 
figures show its remarkable growth in the 
last ten years: 





IN THE SOUTH AND SOUTHWEST 











Jan. 1,1914 Jan. 1, 1924 





Assets ...s-sseseee 8 7,804,230 § 40,113.271 TEXAS BUSINESS IS BOOMING | panies located in Dallas and state agents 
Policies in Force... $03,302 1,552,803 | who have headquarters here. 
Insurance in Force 73,455,636 351,149,583 January saw no let up in business. In J 


General Agents and Company Officials | fact several companies reported the 
There Call Prospects for 1924 | amount of life insurance w ritten in Jan- 
Best Ever uary and up to date was far above 

| the amount for the same period in 1923 
| and was an increase over the business 





Attractive opportunities open to competent agents in Ohio, Indiana, 
Kentucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 
DALLAS, TEX., Apr. 8—The out- | ¥titten the last part of the old year. 


. 
The Western and Southern Life Insurance Co. = ne oun. | Selon te eek pert of On etl oe 
| look for the life insurance business in| The financial situation in Texas, ex- 


W. J. WILLIAMS, President CINCINNATI, OHIO | Texas in 1924 is the brightest for years, | C¢Pt in isolated sections, is better than 
' . it has been for years at this time of the 
vear. There is plenty of money in cir- 
culation. The farmers still have money 
in the banks and there are already glow 
ing prospects for crops this year. The 


Seven Years of Steady Progress | 00.0" SoU". 22" 














according to the home offices of com- 














| iaber have not been cut. The living 

ASSETS The [nternational Life and Trust now wants a repre- INSURANCE IN FORCE ws “5 , Berectelees ad po oe pee — 

1916 ....$125,222.00 sentative in your district. It is an old line legal reserve 1916... $ 203,000.00 | situation is much improved when com- 

1917 129.523.00 company with a record to be proud of. To represent 1917.. 704,500.00 || — Me o — go Z 

ge: - this dependable company is to represent a pillar of 1918 1.382.500.00 Me de yb cooley » Range ge may The a 

1918 .... 155,613.00 safety in the life insurance business. You are assured a tins green | prices are getting back to “worth while 

1919 .... 203,600.00 of a maximum degree of intelligent co-operation. 1919... 2,973,000.00 | quotations.” The drillers, teamsters, 

1920 .... 303,164.00 Write us at once for an agency. We have the means 1920 4,513,000.00 | pipe line men and other employes are 

1921 .... 404,224.00 of assuring you of a successful career in the life in- 1921... 5,019,000.00 i oe ee = a a 
1922 .... 984,558.00 surance business. 1922... 9,148,126.00 | | buying life insurance. 





Richmond Life Insurance School 


INTERNATIONAL LIFE & TRUST COMPANY | 


MOLINE, ILLINOIS 


DR. ANDREW JOHNSON, Secretary and Medical Director 





The first session of the life insurance 
| school conducted in Richmond by the | 
extension division of the College of 
William and Mary will come to a close 


J. O. LAUGMAN, President 











ORGANIZED 1850 


BUILD YOUR OWN BUSINESS AFG, , 


Double Indemnity Disability Benefits 


Reducing Premiums 
SEE THE NEW LOW RATES 


INSURANCE CO. 


66 BROADWAY NEW YORK 
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The final 
addresses 


will be 
offi- 


lecture 
by several 


week. 
leatured by 


next 


cers ¢ 


Life Underwriters. William Thornton 


] ™ 
i the Richmond Association ot] Value of 


LIFE 


sion included “Some Approaches,” giv 
verbatim by David iI lol I 
f Proceeds or! Life | 
Policies to Estates,” by Louis 


H. Ros 


is director the school. There has| berry, vice-president and trust officer oi 
been -gratifying attendance throughout] the Security Trust & Savings Bank, an 
the session. At the last lecture, S. B.| “The Life Income Bond,” by Mrs. Alice 
Love, Virginia manager for the Mutual; M. Irish 
Lite of New York, was the principal Phe remainder of the afte 
speaker, his topic being “Service to} devoted to the case method i sis 
Policvholders.” jand the ippheatr ‘ lite ims 
—_——— | SETVICK te existing needs <« the s 
Home Life Making Progress } pect he rs esentation being 
4 ese oe dir es oe M ss Ex i Earle Twe ve t gt 
A ° PEALE ISON, ARCTIC rect ' i presentati Is long the sa ‘ ] cs were 
Home Life of Little Rock, reports that } | E. O’Hare a H \\ 


business is making remarkab!l 
and that the age 
increase in the large tota 

) 


March total ofl 


the 
progress ney 
reporting an 


of new business. Che 


applications was over $1,000,000 This 
is an excellent ards the $5,.000.- | 
000 campaign ot the Presi 


inniver ween oO! 





as S500.000 ex- 


immed MISINESS 
To Dedicate New Building 
Sometime the latter part of July has| 
been tentatively selected for the ded A= | 
tion of the new 13-story home of the} 


Provident Lite & Accident ot 


nooga. 


Chatta- | 


_ 

e « ! close vitl quet 
Tike ilter-¢ ‘ speak being Het 
> MeKee esi Barke Br 
\ Ost sul ( > ] ‘ Val t ‘ 
Lute Lf ‘ \\ ter 1! C « t 
Worl \ McKee directed te 
te ( CT; ve ht lite s 

, ly 
ine > vic | vik < 
, } 
ve I | 1 es 
vest ents vere ( ¢ Hen 1 
col u es 1 g he devel 
| cs - . 


Contractors estimate that the building! Attend Northern Department Meeting 
will be completed well within that 1in-} ; igi | 
terval. Most of the exterior work is| , Dr..M. 0. Austin, medical director of 
now finished and the interior is being} eW ‘ " Coast Lite and recent! clecte 
pushed to completion at top speed irector of the compar to fill tl 

Dedication plans call for an “open] /: a 1 "Hel - pe ‘ ~ ty 
house” program during which the citi-| s s ( s 
zens of Chattanoog 1 be shown| ™@nager ¢ gencies. togeth« 
through the buildi and given souve-| Vice-President nm \« ! ( 
nirs of the occas The Provident shomson 2 Otto Langpaa igre 
building is generally regarded as the | ° aa aie ae ‘ i er 
handsomest in the city and the company ae id ¢ ae tee epert 
is receiving general congratulations upon | MCN’ Wle Tore leading ers 
erecting so handsome an addition to the|*t Portland, Ore., last week. Following 

} the mee gM la aap continued ¢ 
city’s skvline = ] a - . 
a Ut ‘ lexas 


Carried Large Insurance Line 


Robert S Polk i prominent banker 


in| Memphis, Tenn., who committed 
suicide last week, was a very heavil 
insured man He had $405,000 lie in 


$240,000 of which was 


All of his insurance had 


surance, 
Prudential. 


been in torce long enough to be he 
vond the suicide clause, his last policy 
heing taken just 13 months before his 
death. Mr. Polk had been suring oft 
ind on for many years through Bolling 
Sibley, Memphis general agent he 
Penn Mutual, who was a clos end 
Mr. Polk’s death was a sho ill 
Memphis, as his business and _ social 
standing was a very fine one 

The Peoples Life of Frankf i 
has beer admitted Arkansas I 
company is reinsuring the bus = 
the Centur Life of Indianape 





PACIFIC COAST 











RUSSELL AGENCY’S CONGRESS 


Pacific Mutual Home Office Organiza- 
tion Celebrates 17th Anniversary 
of Establishment 


In celebration of the 17th anniversary 
of its estabhshment the home omece 
igenc' ot the Pacit Mutu lL Lite ! 
Los Angeles held 1 all-day sales cx 
gress, with John H. Russell, ass te 
igenc\ nN nae ting » « il 
At tl orning session brief talks we 

ace ’ | ( Pierce ssistant 1 


ccounts vd ¢ irles | Lewi Chere 
vas also a talk on “Income Inst Ince 
Lite Income Policies ind Settle ent 
Options by Will ¢ Farrell o the 


Penn Mutual Lite 
At the luncheon ! 
and insmiring address on “Imagina- 
ion Plus Work Equals 
delivered by se I. D Moore. vice-presti- 


nt 


session an interest 


Success,” was 
«le 


vram for the afternoon ses 


Western States’ Good Showing 


lhe Western States Lite ni mce 
necrease ¢ e than $1.260.000 over 
' 
M ( last ta The cor i ‘ 
phasizes re ( i eve dolla 
the siness was direct | ess w 
te DN ts \ we s ( re i i 
ecord n ‘ n 500 pe cent « ts 
Hotme give t ( ny 
Crolde (sate | < » Francis« 
hi | uce exces SH00 000 
ew business las ! t rhe lea | 
ers al duc s § Sad S 
ie Mice < 
l rlic . STO O00 





ACCIDENT AND HEALTH 











FACTS FROM PACIFIC MUTUAL | 
Medical Director Gives Important In- 


formation on Total Disability and 
the Noncancellable Claims 


cific Mutual. Claims for permanent total 


disabilit were pres eC lob c\ 
holders Of these  cifterent cases ¢ 
disabilit ire give tuberculosis cla 
ne muct the la ger nump | i hy Sis 
ind s tv s 1 ut | entl is 
causes, The Pacific Mutual is now mak- | 
ing | s under 202 su claims 
There were 946 death cla s vider lite 
1} cies s ve rieart discas was 
responsible more than 1 ‘6th of these 
Lance ind ac ents eac carried off an 
equal num ry Prneur 1 eported 
76 and losis 71 e 1! tality 
he ] siness last v was 45.5] 
erce is mpared t 16.8 the vear 
' ré : 

The company’s noncancellable health | 
and iccident experience iS Interesting 
Since the beginning 1,386 claims amount- 
ing to $925,776 have been paid A num 
ber of causes of disability are giver 


Influenza leads with 266 claims 





INSURANCE 


EDITION 


19 





Mutual Benefit Life Insurance Co. 


Newark, New Jersey 


was organized in 1845 and holds a perpetual charter. 


lhe policy forms ot the Company have been evolved 
from a long and carefully observed experience 
idea conveyed by the words MUTUAL BENEFIT has 
been the guiding principle for 78 vears in drafting the 
terms of Mutual Benefit policy contracts, which give 
Maximum insurance service for minimum outlay. 


The 


1845-1924 


The 








American National Insurance Company 
OF GALVESTON, 
SHEARN MOODY, 


Ww. L. MOODY, JR. 
President 


FINANCIAL STATEMENT DECEMBER 31, 1923 


ASSETS 


TEXAS 


W. J. SHAW, 
Secretary 


Vice-Presiaent 


LIABILITIES 
4 Net Re 














Real Es 0) € $ serve (American Ex 
Mortgage Loans (I perience Table, 3 & 354 %)$13,683,716.00 
n Real Estat 6 83.¢ ! rves f Death Losses in 
( llatera ins v.\ Pr ess t Adjustment or 
Loans to | s ( Adjusted and Unpaid 160,679.10 
this ( s | 6 851.5 \eser tor Taxes and De 
Bonds 6,.128,425.8 reciatior 133,623.70 
Cash iv Bank 489,106 Miscellaneous Liabilities 223,308.24 
Certificates De Capit Stock $1,000.000.00 
mand) 452.1 Assigne i} 
Interest D \ 94,499.82 ind Surplus 1,869,171.45 
Deferred " { _ l se t *ol 
Pre ims Ne 849.5 h ¢ 2,869,171.45 
Due fr Other ( 
Ax t Re-I ? ( 
I arned Fire I Pre 
s 745 
I al Ass $ 88.4 Liat es $17,070,588.49 
‘ eas Ins € } $33.579,608.00 
I eas A Asset 2.773.964.00 
Increase Sur se Policy} lers 313,347.00 
LIFE INSURANC! SURPLUS SECURITY ADMITTED ASSETS 
IN FORCI t Policyholders $17.070.588.49 
215,037,404.00 $2,869,171.4 
( ates 1S 4 t Re I ( a 
I I I s S e Org $14,328,720.46 
LOOK! 
Here is graphic evidence of Penn Mutual progress 


1923 
1922 
1921 
1920 


1919 


\ forward leap of $33,000,000 in a single year does not 
" There was a cause! 
equipme 


“just happer 
Se rvice and 
to in 1923 


Other improvements in 


crease in Divide 
Phere "s con 
in Penn 
A 1 or 


Mutual service 


The Penn Mutual 
Life Insurance Company 
Philadelphia, Pa. 


nds an 
iradeshi 


Paid for 
. .§190,320,529 
157,193,448 
136,509,538 
174,931,411 
159,711,554 








nt profitably improved and added | 
| 


1924, 
Interest 
p between 


including effective in- 


! 
Home Field 


Office and 


; Thats for and with 


Organised 1847 








= — = — — = —_—_—_—_—_—_____- ——— 
a week is the cost of The 
National Un ter 
annual subscription. 
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TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life 


Insurance Company 


Executive Offices Wichita, Kansas 








1846 1924 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


Hartford, Conn. 











Teowramce im Force Cec. Fh, Was) occ ccccccccccsccescccces . .§493,104,545.76 
Total Admitted Assets............-.00 ddeedweseenceeses --+ 110,333,136.94 
Policy Reserves, Company’s Standard (higher than that re- 

ny Si SD ia bcwabbcctcousvaceoucessdesses ..-$ 94,017,948.00 
Dividends on Deposit with Interest................seeeeees .  3,664,170.17 
Other Liabilities .......... Sicbene ead suneannenesaweekers* ---  3,186,855.08 
Surplus Reserves: 

Pe IE OE ME i sce cna enencesecensea $3,350,000.00 

Investment Contingency Reserve.......... 0,000. 

ae EO Eee . 5,364,163.69 9,464,163.69 

$110,333,136.94 


*Increased from $2,850,000.00 apportioned in 1923. 
NEW, PAID-FOR BUSINESS IN 1923 


$78,471,199.98 








Eureka Life Insurance Co. 
Of BALTIMORE, MD. 
Incerporated a my: pont of Maryland, 1882 
Standard Ordinary and Industrial Policies 


J. N. WARFIELD* Jr., S y-Tr 
Dr. J. H. IGLEHART, Medical Director 





. C. MAGINNIS, President 
» BARRY MAHOOL, Vice-President 











p ‘Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes a 
buyer of “Easy Lessons in Life Insurance,’" a text and review book with quiz supplement. $1.66 The 


National Underwriter Company, 1362 Insurance Exchange, Chicago 
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Capital $500,000 
Surplus Unassigned $500,000 
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dents were second with 209. Nervous 
prostration caused 67. The automobile 


cost the accident department in 1923 
$220,692 or 1,266 claims, there being 31 
for death and 1,235 for disability. Of 
the noncancellable income policies in 
force, 72.5 percent are on the three 
months elimination period covering 80.6 
of the monthly exposure. The Pacific 
Mutual has now in all its divisions 137 
agencies. 

The Facific Mutual has 33,000 non- 
cancellable policyholders, 13,000 of 
whom carry life insurance with the com- 
pany. Since the Pacific Mutual began 
to issue accident total loss insurance in 
conjunction with its life policies, of the 


| Baton 


as follows: I. E. Broome, Greenville; 
W. F. Rippley, St. Louis; J. G. Brady, 
Rouge; R. E. Reisinger, Cleve- 


|} land; J. D. Calloway, Oklanoma City; W. 


death by accident claims arising there- | 
under, 30 percent were due to the auto- | 


mobile, 19 percent to firearms and 13 


percent to drowning. 


National L. & A. Promotions 


The National Life & Accident an- 


L. Otwell, Philadelphia; F. R. Figg, Day- 
ton. E. C. Staples, formerly of the 
Houston District, been promoted to 
a superintendency in the Beaumont Dis- 
trict. 


has 


Great Northern’s Increase 


A million dollars net increase in life 
insurance in force is annnounced by the 
Great Northern Life of Chicago, follow- 
ing a checking of the business of the 
first three months of this year. The 
activities of the accident and health de- 
partment resulted in a showing of 10,- 
512 applications for the three months, 
with a premium income in that depart- 
ment of $319,765. 

The total life 
the end of March 


force at 
The 


insurance in 
was $21,070,928. 


|} amount of life business written in Janu- 


| 
| 


nounces promotions to superintendencies | 


ary, February and March totaled $1,900,- 
vou, 
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NEWS ABOUT LIFE POLICIES 








Policy Literature, Rate Books, etc. 
PRICE, $3.50 and $2.00 respectively. 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Supplementing the “‘Unique Manual- 
Digest”’ and “‘Little Gem,” Published Annually in May and April respectively. 














QUESTIONS ARE ANSWERED 


Actuary William Young of the New 
York Life Takes Up a Number of 
Disability Points 


William Young, actuary of the New 
York Life, has answered some questions 
regarding the total disability provisions 
and practice. He said: 

Question—If a policyholder is drawing 
disability benefits as provided by his pol- 
icy, will the disability benefits be con- 
tinued if he surrenders his policy for its 
cash value? 

Answer—If a policy is surrendered for 
its cash value, the owner of the policy 
accepts the cash value in full settlement 
of all claims under it and there can be 
no further disability payments. 

The cash value in such a case would 
be no larger than the cash value stated 
in the policy. No policy has ever been 
surrendered under these circumstances. 
It would not only be unwise for the in- 
sured who is disabled to give up his dis- 
ability i immediate cash 





income for an 
value, but equally unwise to give up the 
insurance payable to his beneficiary. The 
insured who is in dire immediate need 
of money may borrow on his policy. 

It is a different case where an insured 
under the endowment at age 60 or 65 is 
in receipt of a disability income when 
the policy matures. In that case the in- 
sured may accept the face of the policy 
at maturity and income payments will be 
continued under the terms of the policy 
during the continuance of total disability 
until death or recovery. 

. . . 

Question—(a) In case of disability oc- 
curring to an insured who has changed 
from one occupation to another more 
hazardous, would the income payments 
be affected? 

Question—(b) Should an agent, if he 
has knowledge of the fact, notify the 
company of change of employment to a 
more hazardous form of work? 

Answer—(a) No. (b) No. 

But if an applicant is accepted on any 
untruthful statement with respect to his 
occupation, his exact duties or his intent 
to change his occupation, it is the agent’s 
obvious duty to notify the company as 
soon as he learns the facts. 

A policy must not be delivered if any 
change has occurred in the occupation 
of the applicant since the day of his 
medical examination. 

The present policy form states that the 
policy is free of conditions as to occu- 
pation except as provided under disabil- 
ity and double indemnity benefits. The 
only condition as to occupation under 
disability benefits is that the disability 
benefits will not apply if the disability 
of the insured shall result from military 
or naval service in time of war. The 
only conditions as to occupation under 
double indemnity are that the provision 
for double indemnity will not apply if 
the insured’s death resulted from mili- 


| tary or naval service in time of war, or 


| apply 





from engaging as a passenger or other- 
wise in submarine or aeronautic opera- 
tions. 

. > > 

Question—Would disability benefits 
in the case of an insured who is 
now accepted as a standard risk and 
receives a standard policy but who later 
develops tuberculosis which is said to 
have resulted from his experience in the 
World War? 

Answer—The policy provides that dis- 
ability benefits shall not apply if the 
disability of the insured shall result from 
military or naval service in time of war. 
Military or naval service in time of war 
in which the insured engaged before the 
policy was issued would not come within 
this limitation. 

. om 

Question—Suppose that under an or- 
dinary life policy the dividends have 
been left to accumulate at interest and 
have then been applied to make the pol- 
icy fully paid. After the policy has be- 
come fully paid, the insured becomes 
totally disabled and receives disability 
income payments. Will the premiums 
thereafter be refunded on their anniver- 
sary dates? 

Answer—No. After the accumulated 
dividends have been applied to make the 
policy fully paid it is a fully paid policy 
just as a 10-payment life after ten years, 
or a 15-payment life after 15 years is 
fully paid. The accumulated dividends 
have been applied as a premium to make 
it fully paid, In event of subsequent 
disability there would be no refund of 
premiums. 


Aetna Life 


The Aetna Life has withdrawn its five- 
year term-ordinary life policy. This con- 


tract provided that at the end of the 
five year term the policy would auto- 
matically go on the ordinary life basis. 


The contract was withdrawn at the re- 
quest of the New York insurance de- 
partment. 


Montana Life 


The Montana Life is now accepting 
premiums on the monthly payment plan. 
Each monthly premium is $ percent of 
the annual premium, provided the 
monthly premium equals or exceeds $10. 
Secretary Herfurth says that the monthly 
payment plan will meet the convenience 
of many persons who have been carrying 
no insurance, but recognize its value and 
others who realize the need of additional 
coverage, but have not been able to pay 
it on the quarterly, annual or semi- 
annual basis. 


California State Life 


The California State Life announces 
that it will hereafter grant total and 
permanent disability benefits to women, 
under the following conditions: That 
the applicant be single or widowed and 
self supporting. The monthly income 
benefit will have a limit of $75 per 
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month. The charge for the waiver of | 
premium privilege is the same as for 
men, but for the waiver and monthly 
income clause the rate will be one and 


one-half times that for male applicants 
Maryland Life 

Maryland Life of Baltimore has 

announced two liberalized features in its 

policies, one covering convertible term 

and the other the underwriting of female 


The 


risks. The company announces that it 
will extend the period during which 
term policies running for 10 years or 


more can be converted from five to seven 
years for ages of issue under 50 and for 
five years for ages 50 and over. The 
company will allow married female 
risks to name the husband as beneficiary, 


also 
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amount of insurance on his own life in 
favor of the wife as beneficiary An ex- 
ception is granted where the husband is 
uninsurable. 


Sun Life Baltimore 


The Sun Life of Baltimore has an- 
nounced a voluntary dividend, amounting 


to between 15 and 20 percent, on poli- 
‘cies in force five years or more 

The low mortality ratio of the com- 
pany, according to Felix Rothschild, sec- 


retary of the company, accounted for the 
dividend. Writing both industrial and 
ordinary business, the company had a 
mortality ratio last year of below 45 
percent of the expected—a remarkable 
showing considering the 














provided he carry not less than an equal | industrial business in force 
ae —EE————————————— —__—___— 
WITH INDUSTRIAL MEN 
| view of this, he has been rewarded by 


NEWS OF THE PRUDENTIAL 


Number of Appointments Have Been 
Made in Recognition of Good 
Work by Agents 


Appointment as assistant superintend- 
ents of the Prudential are as follows: 

Albert C. Artigues at New Orleans; 
Wilfred N. Kirwen at Huntington, W. 
Va.; Clarence G. Sammons at Steuben- 
ville, W. Va.; Marion S. Jones at Nor- 


folk, Va.; Louis Kress at Baltimore No. 
2, Md. 
Agent Early H. Bach of the Peoria, 


Ill., district is an unusually capable pro- 


ducer. At the present time he is lead- 
ing his division in industrial net in- 
crease and there is no doubt that 1924 


will be his banner year. 

Joseph A. Roche leads the Brooklyn 
No. 5 district in industrial. Mr. Roche 
also has a commendable ordinary record 
together with a good account showing 
low arrears and advance payment of 
180 percent. 

Superintendent Frederick L. Houck of 
the Cleveland No. 4 district died March 
22 from an attack of pneumonia 

Agent H. Prusinoski of the Buffalo No. 
1 district is setting the pace of the en- 
tire company in the industrial depart- 
ment. He is listed No. 1 in the weekly 
record and from all indications he will 
certainly endeavor to maintain the lead 
throughout the year. 

W. H. Holt of Altoona, Pa., is promoted 
to assistant superintendent. D. L. Wil- 
liams has taken charge of an assistancy 
at New Kensington, Pa., detached from 
the Tarentum district. 

Agent Charles L. La Barge of St. Louis 


No. 1, Mo., has been making exception- | 
ally fine progress in attending to the 
many phases of his agency work. In | 


|} the same 


position of assistant 


district. 


promotion to the 


superintendent in the same 


Assistant William H. Martin, Jr., of 
the Philadelphia No. 3, and Assistant 
Joseph Kelly of Philadelphia No. 7 were 
recently promoted to their present posi- 


tions 
Assistant 
Vouwie, Detroit No 


William J. 
1 district is the Di- 
vision P. Leader in ordinary net new 
business, Assistant Omar C. Reber of the 
Detroit No. 2 district being a 
second. 

Agent Henry G 
district is showing 
in ordinary. 


Superintendent 


ciose 


Cyr of the Minneapolis 
excellent progress 


Conservative Life News 


B. C. Boren, who has been agent at 
Marion, Ind., for the Conservative Life 
of South Bend, Ind., is promoted to the 


superintendency at Terre Haute, Ind. 

For the first quarter of 1924 the com- | 
pany showed a falling off in the issue 
of new business. On the other hand, it | 
showed a splendid gain in insurance 


in force, due to the fact that it had the 
lowest lapse ratio that it has ever had 
for the first quarter. 


Prudential Men Advanced | 


E. Garfield Perkins, formerly assistant 


superintendent of the Prudential at 
Wheeling, W. Va., has become superin- 
tendent at Charleston, W. Va. He be- 
came an agent in Martins Ferry, O., in 


1909, then was made assistant at Wells- 
ville, O., and later transferred in 
capacity to Stubenville, O., 
where he operated until he 
vanced to superintendency of Charleston. 


was 


was ad- 


Joseph Sharp, formerly agency or- 
ganizer at Sault Ste. Marie, Ont., be- | 
comes superintendent of the Prudential 
at Halifax, Nova Scotia. 
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New York Association Seeks New 
Goods—Enjoyed Good April 


Meeting 


NEW YORK, Apr. 8.—Not satisfied | 


with putting on 165 members since the 
New York sales congress a few weeks 
ago, the Life Underwriters Association 
ot New York started tonight to add to 
its 1,150 paid members in a new drive 
to increase association usefulness. An 
appeal was made for endorsement of 


the Mellon tax program. Godfrey B. 
Moore urged the agents to influence 
their policyholders to write and wire 


their congressmen and senators in favor 
of the bill. 

Joseph P. W. Harty, chairman of the 
Los Angeles convention committee, 
boosted the idea and Robert L. Jones, 
past president, endorsed 
many as possible from New 


York in 


honor of President Graham C. Wells, a | 


former president of the New York as- 
sociation. 

Life insurance for colleges as a means 
of solving endowment problems was the 
central theme of the meeting, it being 
another of the co™™on interest series 


of the Biblical Seminary of New York 
city, stated that billions of dollars have 
already been invested in higher educa- 
tion in this country. He stressed the 
need of alumni endowments, telling of 
the advantage of insuring the classes in 
colleges as they graduate for sums of 
$250 each at least. The 20-year endow- 
ment plan lends itself to this scheme. 
He said every good college invests from 
$1,000 to $3,000 in cash in each student. 
Endowments are to make it possible for 
the college to educate the worthy and 
pass the good will along. 

Returning after 20 years there is no 
reason why many of these alumni should 


| not take out policies of $5,000 and $10,- 


| 000. 


sending as | 


Dr. J. Campbell White, vice-president ! 


Taking out an educational policy 
on new born babes to insure them a 
college course was advised. The speaker 
believed that the child who had to earn 
a part of his way through college was 
benefited thereby. 

“How to Build a Clientele,” was the 
subject of Ralph G. Engelsman of the| 
Equitable, a young writer who produces 
$1,000,000 a vear. He has been but five 
vears in the business and is not over 25 
He divided his subject into. first, 


now. | 
background and training; second, the | 
application of the training, and third. | 


suggestions on how to hold a clientele 
He believes an agent can well afford | 
| 





When Your Prospect 
Says ““Yes’’ 


You get a thrill of success when your pros- 
pect says “Yes.” Your talk has made him 
want what you have to offer and it is good 
to know that you have succeeded, but what 
else is in it for you? That's where your 
agency contract comes in. 


We have good openings in OHIO, PENN- 
SYLVANIA, WEST VIRGINIA, 
KENTUCKY, ILLINOIS, INDIANA 
and MICHIGAN, with contracts direct 


with the company, for men who want more 
than a thrill for the work they do. 


Address in confidence 


THE CLEVELAND LIFE 
INSURANCE COMPANY 


WM. H. HUNT, President 
Home Offices Cleveland, Ohio 














The Eyes of the World Are Centered on 


LOS ANGELES 


Beautiful! Delightful! Prosperous! 


It has been termed the “Magic City” by reason of its 
astounding and almost supernatural records of progress. Its 
growth is unprecedented and its future certain. Every branch 
of business is sharing alike in this field of opportunity. ‘‘Things 
are humming” the year ‘round. Weather conditions do not in- 
terrupt the day's business. Hardly a month passes but that a 
new record is made in some line of endeavor. 


There Is Profit in Progress 


Come to Los Angeles to Live,—where opportunity is un- 
limited in the life insurance field. Prosperity and successful life 
insurance underwriting go hand in hand. 


With our co-operation in the field, you will find that the new 
Multiple Protection Policy which “pays 5 ways” will enable you 
to make an enviable record. 


Last year we paid for two millions per month of new business 
in eight counties. 


For information address 


JOHN NEWTON RUSSELL, Manager 
HOME OFFICE AGENCY 


56 Years © PACIFIC MUTUAL LIFE Assets ei 
Old INSURANCE CO. $81,000,000 


Pacific Mutual Bldg. - - Los Angeles 























The Guardian Life Insurance Company 
OF AMERICA 
Established 1860 under the Laws of the State of New York 
The continued progress of the Company during 1923 is 
shown by the following figures from the 64th Annual State- 
ment: 


I en airninc cngaaeedabeuaseecens-eas $ 43,772,689.00 
An increase of $8,250,106. 

Insurance in Force, Dec. 31, 1923. ...........cccccccccccees 228,479,842.00 
An increase of $22,169,042 

SERIE HET IPRA A SAR 45,339,283.55 

I ee ce te eee ieee alt ae 39,423,508.34 

Surplus and Dividend Fund.........................00: 5,915,775.21 
An increase of $150,524.94 

Dividends to Policyholders Apportioned for 1924......... -  1,797,518.34 


An increase of $317,008.96 
For information concerning Agency opportunities address 


T. LOUIS HANSEN, Vice-President 
Home Office: 




















NATIONAL 





50 Union Square, New York 
| LIFE AND 


fey SHIELD POLICIES 


Ordinary Life Insurance 
Industrial Life Insurance 


Ktealth § Accident Insurance 
MORE THAN $30,000,000.00 


Paid in Claims during the last 20 Years 


C.A. CRAIG, Presipent W.S. BEARDEN. Secy.-Treas. 


THE NATIONAL LIFE & ACCIDENT INSURANCE @'¥ 


HOME OFFICE: NATIONAL BUILDING 
NASHVILLE — TENNESSEE 
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Pictures Tell the Story 


Cartoons will give your house organ that all necessary sparkle. Use 
them to put over your or your special sales test. Send for 
proof sheets. 


BUSINESS CARTOON SERVICE 


35 South Dearborn Street, CHICAGO 














| A text book for beginners, a review book for experienced men, a book that every life insurance man should 
| have—Jacob A. Jackson's ‘Easy Lessons in Life Insurance."’ $1.50, including Quiz Book supplement. The 
| National Underwriter, 1362 Insurance Exchange, Chicago ‘ 





SERVICE TO SALESM 


| 85,000 checks for Special Deferred 
| Dividends, in addition to regular 

dividends, to be delivered to policy- 
| holders by salesmen in dividend 
| year beginning April 1. 


BANKERS LIFE COMPANY 


Des Moines, Iowa 


GEO. KUHNS, President 
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| to study various lines of business to de- 


' , ° 
day night 





termine what are most prosperous at 
this time. He never argues with a pros- 
pect; it does not pay. He tries to see 
the situation from the other fellow’s 
standpoint. The talking a policyholder 
does for you counts much more than 
what you do yourself. 

Vice-President F. W. Tasney of the 
Prudential received great applause on 
the conclusion of a humorous speech. 
His subject was, “Service and Selling.” 
He recalled when there did not exist 
underwriters’ associations —no amity 
then existed. Competition ran riot. 

The men in the business should see 
that it can be truly said that no business 
today equals life insurance for service to 
its clients. Mr. Tasney said the policy- 
holder takes the policy on trust from 
the agent on the strength of his word 
and what he believes the company will 
do. It is a compliment to the men in 
the business that such conditions exist. 


STRESS VALUE OF EDUCATION 





Speakers Before Oklahoma Association 
Then Show How Life Insurance 
Can Help Get It 


OKLAHOMA CITY, OKLA., Apr. 
&8.—The limited number of children who 
persist in attaining an education, the im 
portance of education as a factor in a 
successful business career, and its rela- 
tion to life insurance were the center of 
discussion at the second common in- 
terest dinner given by the Oklahoma 
Association of Life Underwriters, Fri- 
Nearly 200 were present, 
including life underwriters, regents and 
faculty members o1 state schools, sup- 
erintendent of city schools and presi- 
dents of patrons clubs. C. C. Day, 
president of the underwriters, wielded 
the gavel and injected enthusiasm into 
the meeting that was reflected by speak- 
ers and listeners alike. 

That 10 percent of the public school 
children leave by the time they are 123 
years old was revealed by A. C. Par- 
sons, superintendent of Oklahoma City 
schools; 45 percent leave before they are 
14; 70 percent, at 15 and 85 percent, be- 
fore they complete their 16th year he 
declared. If there were such a thing as 
an insurance policy to be placed in the 
hands of parents, that would insure an 





| education for their children, and inject 





into their minds the idea of providing 
for the future, it would be the greatest 
heritage that could be devised for the 
coming generations, he said. 

Buchanan Gives Statistics 


Dr. J. S. Buchanan, acting president of 
the Oklahoma State University at Nor- 
man, resorted to statistics to prove the 
necessity of education for success in the 
business world 

Dr. Buchanan showed that of every 34 
students who enter high school only 
13 finish the course, and of these 13, 
seven enter the freshman class in col- 
lege. Of these seven, statistics reveal 
that two remain to get degrees These 
figures are based upon the basis of 100 
entering the grammar schools 

“The earning power of a man is in 
direct proportion to the amount of 
schooling he has had. The salary of the 
10,000 jobs filled by people who have had 
only common school education the aver- 
age wage is $1,597 a vear, and the aver- 
age salary of S7 college graduates is 
$3.729." he asserted. 

The speaker averred that the reason 
for students leaving school before com- 
pleting the course is largely due to 
economic conditions Not so much as 
one-tenth of 1 percent are dismissed for 
misconduct—the rest can't afford to go 
on, he said 

Whot Life Insurance Has to Offer 

What life insurance has to offer in 
amelioration of this situation, or in solu- 
tion of this problem which it involves, 
was presented by Tom Scholl of the Mu- 
tual Benefit Life at Tulsa. 

Mr. Scott outlined the advantages of 
insurance as against establishing a fund 
for the education of a child through 


building and loan or through a savings 
account. He explained the endowment 
contract, which requires an annual out- 
lay of between 5 percent and 6 percent 
on the sum desired, and the life policy, 
requiring an outlay of 2 to 3 percent, 
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showing that each $1,000 of insurance 
carried will yield an income of $21.77, 
guaranteed monthly for a period of four 
years. 

bs * ad 

Winnipeg, Man.—E. Morwick, presi- 
dent of the Canadian Life Underwriters 
Association, spoke at a luncheon last 
week to insurance men. In the course 
of his address he said that the aim of 
the association is to place the insur- 
ance business on a professional basis, 
so that a man cannot qualify to sell in- 
surance at all unless he can produce evi- 
dence of special qualifications. He heart- 
ily condemned such bad practices as mis- 
representation to the public, declaring 
that agents who wrote up such policies 
are not wanted in the insurance field, 
the only results being lapsed policies, 
with a consequent loss to everybody con- 
cerned. 

‘ * * 

Cedar Rapids, la.—Harry C. McNamer 
of Chicago, president of the life under- 
writers association of that city, was the 
speaker at the monthly luncheon of the 
local association last week. His talk 
was “How to Beat Par,” a discussion of 


the “service” phases of life insurance and 


it attracted a large audience of insur- 
ance men, who found it one of the most 
valuable and instructive of the season, 


Minneapolis, Minn.—The next meeting 


of the Minneapolis association will be 
given over to the women in the busi- 
ness, who will conduct the entire pro- 


gram. The meeting will be held Apr. 22. 


Applicants for permits to write life 
insurance in Minneapolis are now being 
passed upon by a committee represent- 
ing the Minneapolis association of which 
W. J. Keating of the Equitable is chair- 
man This arrangement was made op- 
erative after the matter had been dis- 
cussed by representatives of the associ- 
ation and Commissioner Wells. It is 
hoped in this way to restrict the local 
field to men qualified to sell life insur- 
ance as a bona fide business and not as a 
sideline. Later on the plan may be ap- 
plied to St. Paul and Duluth. 

Chicago, 11.—The Chicago association 
will hold its April meeting at the Hotel 
La Salle, Apr. 15. This will be a lunch- 
eon meeting as usual. The speaker will 
be Benjamin Bills, sales director of the 
American Bond & Mortgage Company of 
Chicago, which has developed rapidly in 
recent years under a strong sales organi- 
zation. 

* 

Mason City, In.—The Mason City as- 
sociation has arranged for a sales con- 
xress Apr. 28, which will be attended by 
insurance men and bankers from this 
und surrounding counties W. E. Bil- 
heimer of St. Louis will have charge of 
the congress A banquet will be held in 
the evening with the bankers as guests 
and B. F. Kauffmann, president of the 
Bankers Trust Company of Des Moines, 
will be the chief speaker He will talk 
on cooperation between insurance men 
and bankers R. W. Fischbeck is gen- 
eral chairman of the committee in 
charge of arrangements for the congress 

* 

Seattle, Wash, \ number of Seattl 

insurance men will speak at Vancouver, 


B. C.. Apr. 16-17, when the Britis! 
Columbia division of the Life Under- 
writers of Canada meets. A seattle 


delegation will attend the meeting and 
speakers from this city will include C 
W. Peterson, D. J. Williams, J. F. Grant 
and L, F. Brown 

* 


Detroit, Mich.—At the Detroit as- 
sociation meeting John Barrett, assistant 
secretary of the Detroit Trust Company, 
made an address on taxation as bearing 
on life insurance affairs. Fred Smart of 
the George H. Beach Company dealt with 
some of the problems confronting new 
solicitors and drew on some of the well 
thought out plans of his company, Miss 
Forest, one of the leading 
women producers of the country, con- 
nected with the Detroit office of the 
Massachusetts Mutual, talked about the 
need of more cooperation from wives of 
prospects and how it might be obtained. 
Miss Forest called attention to the par- 
ticular value, which she said had already 
been forcibly demonstrated, of an ar- 
ticle appearing in the current issue of 
the “Woman's Home Companion.” 

During the business session it was an- 
nounced that between $6,000 and $7,000 
had been raised for the daily newspaper 
advertising campaign which the associ- 
ation is planning. It is proposed to have 
36 announcements during the year show- 
ing the economic value of life insur- 


Lena Lake 
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ance and copy will probably be prepared 
by some competent agency with the ap- 
proval of a committee. 
clared to be the sentiment of the Detroit 


Association that sections 219 H and J 
of the Revenue Act of 1924 introduced in | 


the senate at Washington were detri- 
mental to life insurance interests and 
a committee was appointed to make for- 
mal protest to the senators from Mich- 
igan. 

* - 


St. Louis, Me.—If there is need for 
an agent’s qualifications law in Missouri, 
then the companies operating in the 
state should not wait for the state to 
institute such a reform, but should them- 
selves correct any such evils that may 
exist, declared Flavell L. Wright, new 
general agent for the Northwestern Mu- 
tual Life, in an address before the St 
Louis association, Thursday 

Further Mr. Wright declared that im- 
proving standards of life insurance 
agents would be a step in the right di- 
rection, but that it of itself would not 
go far enough, that there undoubtedly 
should become improvement and elimina- 
tions among the existing companies 
and that no insurance company should 
be permitted to continue could 
justify its existence. 

Touching on the association purposes 
he said that life underwriters organiza- 


uniess it 


tions should not drop to the level of 
police officers; that their aims should be 
above the mere ideal of getting after 
“crooked insurance agents,” and that 
every member of an association should 
be willing to put something into it: 


to give his fellow members the advan- 
tage of his own experiences in endeavor- | 
ing to solve their mutual problem 

Prior to coming to St. Louis, Mr.| 
Wright was general agent for the North- 


western Mutual at Harrisburg, Pa., and } 
told of the satisfactory results in con- 
nection with licensing of agents ob- 
tained under the advisory board plan 


in use in that state. He said he was 
willing to cooperate with the other gen- 
eral agents and branch office managers | 
in St. Louis and elsewhere in Missouri | 
by refusing t® employ as an agent any- 
one who was below proper standards 

* * 

Lincoln, Neb.—The value attaching to 
the employment of life insurance in 
financing the Y. M. C. A. and in caring 
for fraternal order charities were the 
two principal tropics discussed at the 
April meeting of the Lincoln 
tion. H. W. Noble suggested a 
paign to get men who are interested 
in the Y. M. C. A. to take out policies 
payable to that institution Payment of 
2 or 3 per cent a year on the sum they 
desired to use as an endowment, he 
said, would meet the needs of a number 


associa- 


cam- 


of men thus philanthropically inclined 
and if it were presented in that guise it 
would be found acceptable. He told 
of two wealthy Lincoln men, recently 
deceased, who sought to endow liberally, 
by bequests in their wills, the respec- 
tive churches they attended. Both 
churches had to borrow large sums 

one church $20,000—to pay the inherit- 
ance tax and must wait some years for 


reimbursement on that alone 


Mr. Reilly discussed his subject from 
the angle of the donor and of the re- 
ceipient. Most charities receive their 
largest support from small groups of 
men. When one of these dies his sup- 
port is temporarily withdrawn If he 
attempts to replace it by will he faces 
the danger of relatives breaking it and 


the certainty of delay, which invariably 
lessens the value of any gift Few 
men understand, as life men should tell 
them, that they can take the interest 
on any sum they desire to give to char- 


ity and buy insurance to twice its 
amount, and when the insurance be- 
comes due they can also add to it the 
original sum. 

M. L. Palmer briefly recounted the 


conditions in the schools for subnormals 
and defectives, and suggested that life 
insurance could find here a_ profitable 
field in providing for their needs 

President Loughridge expressed his 
approval of the series of monthly topics 
sent out by the National Association 
which had the effect of inducing insur- 
ance men to raise their sights and gain 
a wider viewpoint of their field of use- 
fulness 





Bankers Life of Des Moines.—New 
business for March totaled $934.456, as 
against $855,760 for the same month last 
year. The total business for the year 
from Apr. 1, 1923, to Apr. 1, 1924, was 
$35,909,804 and for the preceding year 
$32.076,093, a gain of nearly $4,000,000 
in favor of the past year. 





It was also de- | 


LIFE 


| 

| Revised List of State 

Insurance Department 
Supervising Officials 


| ¥N connection with the spring 
of the Insurance Commissioners Con- 


meeting 


vention, to be held next week at Pine 
hurst. N. C.. a revised list of state com 
mussioners has been prepared by Cor 


vention officials, which is of general 
terest bv reason of the numerous 
changes in recent months Che hst 1s 


as tollows 
Alabama Frank N Julia 
tendent 


\laska—Kar! Theile, Sec. Ter 


Arizona—Ethel Loose, Asst. Chief Clerk 
Corp. Comm 

Arkansas Bruce T Bullior ( 
sioner 

California—George G. Squires, Commis 
sioner 

Colorad icks« ‘ hrane ( = 
Sione! 

Connecticut Howat P. lunha ( 
missioner 

Delaware _ M lHiollis (“ommissionert 


Dist, Columbia 
Florida—J. C. Luning, State Treasure 


Georgia—W \. Wright, Commissioner 


Hawaii—Henry C. Hapai, Treasurer 
Idaho Harry I> Smith Director of 
Insurance 

Illinois—Alex. J. Johnson, Superintend- 
| ent. 

Indiana—T. S. MeMurra Jr., Commis 
sioner. 

lowa—W. R. C. Kendrick, Commissionet! 


Kansas—Wm. R. B 
Kentucky Ss. M 


iker, Super 
Saufiy, Commi 
Louisiana—James J Bailey, Secretary 


of State 


Maine Wilbur > Spencer Commis 
sioner 

Maryland—Harvey L. Cooper, Commis 
sioner 


Massachusetts—Wesley E. Monk, Con 
missioner 

Michigan—L. T mn 

Minnesota—tGeo. W. Wells, J1 


Commis 
sioner 
Mississippi—T M Henry ( mis 
sioner 
Missouri—Ben C. Hyde, Superintendent 
Montana—George P. Porter Commi 
sioner 


Nebraska—Mrs. M 4. Fairchild, Chie! 
of Bureau of Ins 


Nevada—George A. Cole, Controller 


New Hampshire John E Sullivan 
Commissioner 

New Jersey Edward Maxson, ‘ nmis 
sioner 

New Mexico—W. B. Wagner, Deput 
Insurance 

New Yorl EF. RR. Stoddard Superit 
tendent 


North ¢ 
missioner 


‘arolina—Stacey W. Wade, (« 


North Dakota—-S. A. Olsness, Comm 
sioner 

Ohio—Harry L. Conn, Superintendent 

Oklahoma— Jesse G Reed, Commis 
sioner 

Oregon—Will Moore, Commissioner 


Pennsylvania—S. W. McCulloch, Com 


missioner 


Porto Rico—J. W. Bonner, Superinten 
ent 

Rhode Island—Philip H. Wilbour, ¢ 
missioner 

South Carolina John J MeMahat 
Commissioner 

South Dakota—W. N. Van Camp, Co 
missionet 

Tennessee Albert S. Caldwell, C 
sioner 

Texas Jno. M. Scott, Commissioner 

Utah—J. W. Walker, Commissioner 

Vermont Robert _ Clart Commis 
sioner 

Virginia—Joseph Putton, Commissioner 


Washington—H. ©. Fishback, Commis 


sione! 


West Virginia—John C. Bond, Comn 
sioner 

Wisconsin—W. Stanley Smith, Comn 
sioner . 

Wyoming—H. A. Loucks, Comn ner 

CANADA 

Alberta—W. V. Newson, Superintendent 

British Columbia J x Dougherty 
Superintendent 

Pominion of Canada—C. DPD. Finlaysor 


Superintendent 


Manitoba—Charles Heath, Superintend 
ent 

Ontario—V. Evan Gray, Superintendent 

Quebec—J. P. Belanger, Superintendent 

Saskatchewan—Arthur E. Fisher, Super 
intendent. 
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LOUISIANA STATE LIFE | 


INSURANCE COMPANY 
Home Office, Shreveport, La. 


--QuOnd-- 


TEXAS 
J. C. EVERETT, Manager 


317 Wilson Building Dallas, Texas 


ARKANSAS 


| J. E. LEEPER, State Manager 


P. O. Box 1077 Little Rock, Arkansas h 


“Ow 


We may have just what you are looking 
for. Why not get in touch with us? 




















| HE Chicago National 


Life Insurance Com- 
pany has special in- 
ducements for live 
agents in Illinois and Indiana, 
advantageous contracts, 
standard policy forms, home 
office co-operation and the 
influence of | 200 stockhold- 
ers in both States. 





Five thousand leads received last 
month from our stockholders. 


Chicago National Guderwriters Co. 


INCORPORATED 
GENERAL AGENTS 


202 So. State St. Chicago, Ill. 
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e Believe 
in Men 


The rank and file of men are honest, ear- 
nest and loyal. 


They are eager to learn and quick to 
appreciate genuine helpfulness. They want 
to build along practical thrift lines. They 
will fight for business ideals that ring true. 


These natural virtues in men form the 
basis of the close co-operation between the 
Home Office and the agency force of The 
Lincoln National Life Insurance Company. 
These instinctive traits cause The Lincoln 
National Life agency force to give back a 
harvest of better results for all service ex- 
pended in their behalf. 


Men who benefit from such a spirit of 
whole-hearted team work find it profitable to 
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The 


Lincoln National Life 
Insurance Company 


‘*Its Name Indicates Its Character”’ 


Lincoln Life Building Fort Wayne, Ind. 


Now More Than $300,000,000 In Force 
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\EFFECT OF TAXES ON 
POLICYHOLDERS SHOWN 


(CONTINUED FROM PAGE 4) 





|given premium, tend to discourage 
| thrift and place a penalty upon those 
| who desire to safeguard the future of 
| their dependents. They impose an addi- 
tional burden on the class which should 
be encouraged within reasonable limits 
by the state. In case of life insurance 
the contract is one that runs usually for 
a number of years. If the premium tax 
| is appreciably increased, this throws on 
the company the burden of paying a tax 
which had not been and could not justly 
| have been provided for in the original 
| calculation, 


Conservation Projects 


The report also makes the point that 
the various states collect taxes with the 
object of conducting certain conserva- 
tion projects which they recognize to 
be for the public welfare. The insurance 
companies have been conducting simi- 
lar campaigns. Yet the states require 
policyholders to pay a tax on the funds 
which are contributed as part of their 
| premiums for conservation work. When 
special taxes are levied on insurance a 
part of them apply to the funds which 
are to be used for administrative pur- 
poses, securing the business and other 
| overhead expenses. In 1922 for example, 
| the National Board of Fire Under- 
writers showed that there was an under- 
writing loss of $11,603,020 while the 
taxes paid equalled $17,257,443, 


Self Insurers and Fraternals 


Self insurers of property or work- 
men’s compensation are not taxed. A 
great mass of persons who cannot afford 
to self insure are taxed. Policyholders 
in fraternal institutions as a rule are 
not obliged to pay special taxes, yet 
people who insure with a regular life 
company are taxed. The reason for this 
is that legislators desire to reach the 
reserve accumulations necessitated by 
the level premium plan of operation. 
The chief distinction, the report says, 
between old line life insurance and fra- 
ternal insurance is in the plan under 
which premium payments are made. 

The report states that it would seem 
that some system is necessary which 
would not allow nonadmitted foreign 
companies to enjoy a differential in tax- 
ation to the detriment of American and 
admitted companies. Practically all the 
nonadmitted companies escape taxes in 
this country except only the tax of three 
cents on each dollar or fraction thereof 
provided under the federal revenue act 
of 1921, 


OPPOSITE DECISIONS GIVEN 








Prentice-Hall Company Points Out Dif- 
ficulties Confronting An Estate 
Owing to Inheritance Taxes 





Prentice-Hall of New York, who get 
out a special service on inheritance 
taxes, call attention to the fact that in 
the last few weeks the supreme courts 
of two states have handed down deci- 
sions on inheritance taxes diametrically 
opposed to each other. The Wisconsin 
Supreme Court held that the provision 
for taxing the transfer of stock of a 
foreign corporation held by a non-resi- 
dent decedent because the corporation 
owned property in that state was un 
constitutional and invalid. The North 
Carolina. Supreme Court held that the 
provision was valid. , 

Prentice-Hall states that these dect- 
sions are typical of the differences which 
exist between the inheritance tax laws 
of the various states. It declares that 
because of these differences no man who 
is worth $5,000 or over can be sure that 
his estate will be spared the excessive 
multiple inheritance taxation. These 
taxes have eaten up 50 per cent of a 
person’s holdings, Prentice-Hall states. 
It is here that the insurance agent steps 
in and through life insurance arranges 
for the proper amount to take care of 
all inheritance taxes and other death de- 
mands. 
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Opens Omaha Office 





To take care of a growing business in 
the west Frank J. Haight, consulting 
actuary with head office at Indianap- 
olis, has opened a branch office at 
Omaha with his brother, Arthur Haight, 
in charge. Mr. Haight also has a branch 





ARTHUR HAIGHT 


office at Des Moines and, through these 
branches, is enabled to handle work ex- 


peditiously for companies and state de- | 


partments in the territory covered. The 
office of Mr. Haight at Indianapolis is 
one of the best equipped actuarial offices 
in the country 


EXEMPTION STATUTE UPHELD 


U. S. Court Passes on Nebraska Law 
Regarding Life Insurance Proceeds, 
in Bankruptcy Case 


LINCOLN, NEB., Apr. 8.— Judge 
lr. C. Munger of the federal court at 
Lincoln has just decided two bank- 
ruptcy cases in which the issue was 
whether the creditors of the two men 
could seize upon life insurance policies 
in partial satisfaction of what was owing. 
One of these cases involved the con- 
struction of the Nebraska statute which 
says that “all moneys and every benefit 
accruing under a policy or certificate 
payable at death, where the annual 
premium thereon, including all others 
on like policies, does not exceed $500, 
shall be exempt from claims of creditors 
when the person entitled thereto is not 
the executor or administrator of the 
beneficiary.” The law further says that 
where the annual premium exceeds $500, 
such exemption shall not apply to such 
excess, but all money accruing there- 
under or under like policies, by virtue 
of such excess, shall inure to the benefit 
of the creditors of the person paying 
the same, whether such person is the 
insured or a beneficiary. 

The court construed this law, in the 
case.of Jennett Brothers, bankrupts, so 
as to exempt a certain policy, of which 
the premium was less than $500 and the 
beneficiary the bankrupt himself or some 
other person in case of his death. The 


court said that the cash surrender value | 


was such a benefit accruing under the 
policy as was the money payable on 
maturity of the policy, and that the 
words in the statute, “payable at death” 
referred to the word “policy” or “certifi- 
cate,” not to “moneys” or “benefit,” as 


for the objection that this permits a man | 
to secure considerable sums for himself | 
and keep them from his creditors, the | 


court said that the legislature made the 


law and that it can change it, and thar | 


the result of the construction of the law 


is not the sole ground, and often not the | 


proper ground, for determining its legis- 
lative meaning 
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SECURITY LIFE INSURANCE CO. OF AMERICA 


©. W. JOHNSON, President THE ROOKERY, CHICAGO 
Saas owe ew dy RRS RS OE $47,024,989.00 
I a oi i Se Bee ol aD 5,668,015.25 
SURPLUS PROTECTION TO POLICYHOLDERS........... 430,178.10 
PAID TO POLICYHOLDERS SINCE ORGANIZATION...... 4,403,769.15 


Good Openings in Sixteen States for Personal Producers, General Agents and Managers 


Address: 


S. W. Goss, Vice-President. 











AMERICAN 
CENTRAL 
LIFE 


Insurance Co. 




















INDIANAPOLIS 
Established 1899 


HERBERT M. WOOLLEN 


PRESIDENT 




















George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 


presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents 


The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia and Michigan 


Address 
ERNEST C. MILAIR, Vice-President and Secretary 





HARRISON B. SMITH, President 
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es 
Mortgage Replacement ee 
p ry 


Borrow to build if need be, but insure to Ce 
protect and complete the transaction if you Ni 
should die. ve 

ee 7 “ae ke! 

It is unfair to leave your wife and family yA) 
without funds to complete the payments and 7) 
prevent possible foreclosure and loss of your ~~ 
equity. ne 

A Lite Insurance Policy tor the amount fe 
of your Mortgage will make the Home se pave 


cure in event of your death. ms 


Policy tunds 


Through an [Endowment ’ if, 
may be accumulated to pay off the Mortgage navi 
at the end of ten, fifteen, or twenty years. rl 
In the event of vour death in the meantime Yes, 
the policy will guarantee the payment of the a 
\ortgage. 3 

Cn 
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Over Sixty Vears m Business. Now Insuring Over On / 
Billion &30 Million Dollars in Policies on 2.300.000 Lives ry 
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“The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.”’ 


The Capitol Life Insurance Co. of Colorado 
Clarence J. Daly, President 


Denver, Colorado 














H. A. HOPF AND COMPANY 


MANAGEMENT ENGINEERS 
Specializing in Advisory Work for Insurance Companies 
Organization Equipment Standardization 
Methods Personnel Modern Office Planning 





Western Office: 327 S. La Salle St., Chicago 


Main Office: 40 Rector St., New York 











Insurance Promoters 


-We can 
—Buy the balance of your stock. 





—Put you in business at once. 
-Resell stock back to you at same price. | 
If your organization is strong and your stock | 
partially sold; you will be interested in our 


plan. 


Smith, Hardy & Company _ 


208 S. La Salle St., Chicago, IIl. 











UNDERWRITER 


Million of Insurance 
Paid for in March by 
Herman C. Hintzpeter 


ERMAN C. HINTZPETER, asso- | 


Life | 


ciate manager of the Mutual 
in Chicago, paid for $1,000,000 lite in- 
surance March, being one of the best 
records of a single producer for a 
month's business Mr. Hintzpeter did 


this in addition to looking after his reg 


ular agency work his was all straight 
insurance was placed with the Mu- 
tua! Lite which does not write group 

The business consisted of 85 applica 
tions, the total premiums amounting to} 
SIO 841 There was one $150,000: one 
S100,0005 one 352.000: two 350,000: five} 
£25,000. six S2ZO,000: tour $15,000; 11] 
£10,000: two S7,000; 28 $5,000 and the | 
rest in threes, twos and ones 

\! Has tzpeter as hae i remarkable 
recore lis tather died when he was 
} vears ld d at 14 years of age he 
had to got orl His good cheer and 
hope never failed him. One day he was 
sent to collect a premium by the Mutual 
Lite attics 1) polwey holder dec lared 
ha he a t care for the insurance 
anymore | Hintzpeter, made 
this plea wl iched the heart of the 





HERMAN CC. HINTZPETER 


policyholder: “O! don’t give it up. My 


vears ago and | have had 








ither died 11 
to go out and make a living to help my 
mother l am only 15 vears old now 
You wouldn't want vour bov to have to 
do that would you?” That experience 
ot bemeg torced out into the world to 
make his living at a tender age has been 
one of the moving impulses in his ar 
gument for hte msurance. 

He has remained 35 years with the 
same company He has had numerous 
offers, but has stood steadfastly by his 
company, believing in it and its tradi 
ions. tle is still on the sunny, side of 
“0 and ts doing his greatest work 
Starting with a production of $128,000 in 
his rst ear that he solicited, he has 
yradually increased the production. His 
March record places him first among 
the 8,000 Mutual Life agents. For 13 
vears he has been associate manager of 
the agenev 

One of his friends in commenting on 

|} him makes the t& llowing observation: 

Herman's hair has grown a little 
vrayer with the vears, but his pep and 
good nature are unquenchable. He is | 
still the lovable chap who has not for 
gotten the human side of things. He is} 
never se nerossed in his big business | 

to be thoughtless of the man in sor 
Ow distress and hundreds of his as 
sociates will testity to his kindly help- | 
ness in their hours of depression and 
discouragement It was a proud day] 
when the oldest sor Edward, chose | 
to follow his father’s profession. It is | 
delightiul to see their good fellowship | 
a! d co operation, emblematic of the | 


ideal home life whence he draws the love | 
| 
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and encouragement to fortify and stab- 


ilize his efforts. 
“Herman has a creed which he has 
lived all his life: 
To live as gently as I can; 
To be, no matter where, a man; 
To take what comes of geod or ill, 


and honor still; 
let that stand 


And cling to faith 
To do my best and 


The record of my brain and hand; 
And then, should failure come to me 
Still work and hope for victory.” 


Claim Departments Merged 


The Travelers has merged its two Chi- 
cago claim departments and the joint 
department will be operated in the future 
with A. B. Snow, adjuster and E. F. 
Williamson, associate adjuster. Mr. 
Snow was formerly adjuster of the lia- 
bility and compensation claim depart- 
ment and Mr. Williamson was adjuster 
of the life and accident claim department. 
The two departments are now together 
on the fourth floor of the Insurance Ex- 
change building 





STATEMENT OF THE OWNERSHIP, 
MANAGEMENT, CIRCULATION, ETC., 
REQUIRED BY THE ACT OF CON- 
GRESS OF AUGUST 24, 1912, 

Of The National Underwriter, Life Insur- 


ance Edition, published weekly at Chi- 
cago, Til... for April 1, 1924, 
State of Illinois, 


County of Cook, bss 

Before me, a Notary Public, in and for 
the State and county aforesaid, ‘person- 
ally appeared John F. Wohlgemuth, who, 
having duly sworn, according to 
law. deposes and says that he is the 
business manager of the National Under- 


been 


writer, Life Insurance Edition, and that 
th following is, to the best of his 
knowledge and belief, a true statement 
of the ownership. management (and if 
a daily paper, the circulation), ete. of 
the aforesaid publication for the date 
shown in the above caption, required by 
the Act of August 24, 1912, embodied in 


section 443, Postal Laws and Regulations, 
printed on the reverse side of this form, 
to-wit: 

1 That the 
the publisher, 
and business 

Publisher, 


of 
editor, 


nhumes and addresses 
editor, managing 
managers are: 


The National Underwriter 


Co... Cineinnati-Chicago-New York. 
Associate editors, H. J. Burridge, F. A. 
Post, C. C. Nash, Chicago, TIL: R. C. Bud- 
long, New York 
Managing editor Cc M. Cartwright, 


1! 

Manager 
muth, Hinsdale, Il 

2 That the owners 
and addresses of individual owners, or 
if a corporation, give its name and the 
names and addresses of stockholders 
owning or holding 1 percent or more 
of the total amount of stock): The Na- 
tional Underwriter Co., Cincinnati-Chi- 
cago-New York; E, J. Wohlgemuth, Cin- 
cinnati Ohio: John F W ohlgemuth 
Hinsdale. Il.; R. E. Richman, Cincinnati 
Ohio: G. W. Wadsworth, Chicago, TL: C 
M. Cartwright, Evanston, ll.: H. J. Bur- 


Evanston, 


John F. Wohlge- 


susiness 


are (Giva names 


ridge, Chicago, Tll.;: H. M. Diggins, Cin- 
cinnati, Ohio 
That the known bondholders, mort- 
gawees and other security holders, own- 
ing or helding 1 pereent or more of total 
amount of bonds, mortgages. or other 
securities are (Tf there are none, so 
state.) None 
4 That the two paragraphs next 
above. giving the names of the owners, 


stockholders. and security holders if any 
eontain not only the list of stockholders 
and security holders as they appear upon 
the books of the company but also in 
ease where the stockholders or security 
company as trustee or in any other fidu- 
eciary relation, the name of the person or 
corporation for whom such trustee is 
acting. given; also that the said two 
paragraphs contain statements embrac- 
ing affiant’s full knowledge and belief as 
to the circumstances and conditions under 
which stockholders and security holders 
who do not appear upon the books of the 
trustees, hold stock and 
capacity other than that 
owner; and this affiant has 
that any other per 


is 


eompany 
urities in a 
of a bona fide 

no reason to believe 


us 


Se 


sons, association, or corporation has any 
interest, direct or indirect, in the said 
stock, bonds, or other securities as so 
stated by him 
John F. Wohlgemuth, 
Secretary. 
Sworn to and subscribed before me 
this Ist day of April, 1924 
Ss. C. Watson 
(Seal) Notary Public 
My commission expires Sept. 11, 1927 
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MODERN BUSINESS GETTING METHODS 











SOME OF METHODS S. J. 


ROSENBLATT FOLLOWS 


IN PRODUCING A LARGE BUSINESS 


J. ROSENBLATT, Chicago man- 

S ager of the State Life of Indiana, 
* is a keen student of human nature. 
Mr. Rosenblatt has never studied the 
psychology of salesmanship. He is not 
an actuary. He seldom presents a life 
insurance schedule to a man. How- 
ever, he does know where the most 
vulnerable spot is in the makeup of his 
prospect. His intuition enables him to 
select the best line of attack. He is a 
salesman because he knows men and 
the appeal that will carry weight. This 
does not mean that Mr. Rosenblatt has 
any standard way of approaching peo- 
ple. Each case has its own peculiari- 
ties. There are certain fundamentals 
however that Mr. Rosenblatt observes. 





How Taxicab Is Used 


In the first place when he is going 
out to see a prospect, especially one 


with whom he is not acquainted, he 
drives in a taxicab. This is particularly 
true where he solicits men in their 


homes or where their offices are on a 
lower floor so they can see the street. 
He has the taxicab driver walk up and 
down in front of the office. If his pros- 
pect is located on a higher floor where 
he cannot see the street, he has the 
taxicab man send in word about seven 
minutes after the interview starts ask- 
ing if Mr. Rosenblatt is ready to go. 
Mr. Rosenblatt figures out that the 
prospect will have his mind drawn to 
the presence of the taxicab and chauf- 
feur. He knows that the meter is click- 
ing away and that every minute means 

















INTER: SOUTHERN LIFE BUILDING. 
OWNED BY THE COMPANY 


| LOUISVILLE 


| immediately 


money. He will something about 


it. 


Say 


Can Press Argument 


Mr. Rosenblatt will acknowledge that 
he is paying the bill but he impresses 
on the mind of his prospect that he 
has a very important message to carry 
to him. By reason of the taxicab be- 
ing there, Mr. Rosenblatt can gain time 
He knows that there will be no super- 
fluous conversation or arguments. On 
one recent occasion, the prospect told 
Mr. Rosenblatt to dismiss the taxicab 
because he knew it was an expensive 
trip, promising that he would take the 
insurance, in order to ask some more 
questions about it. When the chauffeur 
is announced in case the office is re- 
moved from the sidewalk so that the 
taxicab cannot be seen, the prospect 
knows the taxicab is in 
waiting. 

Puts Hat and Coat on Floor 


Another thing that Mr. Rosenblatt 
does on a call is to take off his coat 
and hat as he enters the office. He rolls 
up his coat and puts it on the floor 
and puts his hat on top. Why does he 
do that? He knows that the man on 
whom he is calling will insist on put- 
ting the hat and coat on a rack or on 
a table or chair. This gives Mr. Rosen- 
blatt the opportunity of making a few 
side remarks or telling him that the 
time is valuable and to let the coat and 
hat remain where they are. This simply 
breaks the ice. Mr. Rosenblatt en- 
deavors to do something to get in con- 


left in 1915. 


| 





Ss. J. ROSENBLATT 
Chicago Manager State Life 
tact with the man on a friendly basis 
at once. Perhaps he tells a story. He 
has a dozen stories to suit every case 


Many of them he has manufactured to 
ridicule himself in some way or other 
lf he can get a good story in which 
he is the victim, he never fails to get a 
laugh out of the prospect. That is the 
starter Mr. Rosenblatt feels that it 
is highly necessary to do or say some 


fe . . 
it is necessary these days to explain or 


defend life insurance. He feels that 
most business men know that life in 
surance is a good thing. They do not 
have to told about it. The main 
thing is to get a man to buy and to win 
confidence. Mr. Rosenblatt feels 
that the war risk life insurance did much 
to enlighten people and to convince 


be 


his 


them that life insurance is essential. He 
also says that the endowment insur- 
ance plan passed by the House of 


Representatives in Congress as a bonus 
tor enlisted men will give insurance 
another great impetus. It is a wonder- 
ful advertisement for life insurance 


Refrains from Criticiom 


Mr. Rosenblatt said that he is most 
caretul never to say a word that will 
reflect on another company A man 


will ask him about institution 
He will tell him that it 1s all right and 
that so far as he knows no policyholder 


some 


|} in a legal reserve company has suffered 


| 
| 


thing that will break down the form 
ality He wants to get the man off 
his dignity and reserve and get him } 


down to a human basis 


Mr. 


He makes this summary: Number of adults deaths, 6,353. 


bated, 2,400. Number who had no estate, 3,953. 


and claims, 240. 


Estates from $300 to $1,000 were 528; from $5,000 to $10,000 were 1,506; from $10,000 


to $25,000 were 168; from $25,000 and up, were 96. 


Here is his comment: “In other words seventy-four per cent of all adults dying in this 
country have less than is necessary for burial lot and costs of a decent funeral.” 


Gains for 1923—Forty-Two Per Cent. 


The assets were increased during the year 1923, from $7,371,274.27 to $10,464,497.66, or a 
net gain of $3,093,223.39, or forty-two per cent. gain in assets within one year. : 


The insurance in force was increased from $62,591,398.00 to $88,502,568.00, or a net gain of 


$25,911,170, or forty-two per cent gain in insurance in force. 


The Capital, Surplus and Reserves for the protection of policyholders increased from 
$7,256,800.08 to $10,258,775.87, a net gain of $3,001,975.79, or forty-two per cent increase. 


INTER-SOUTHERN LIFE INSURANCE COMPANY | 


JAMES R. DUFFIN, President 
Eighteenth Year 














any loss during the last 25 or 30 years. 
He says that the legal reserve system is 
solid. Some companies may reinsure 
but they will be taken over by another 
company that will carry on the policies 


just the same. 
In Touch With Policyholder 
Mr. 


declares that one of 
the biggest assets of a life insurance 
man is the present policyholders. He 
believes in keeping in touch with them. 
He remembers their birthdays. He 
sends out Christmas cards. He calls 
them up on the telephone when he 
reads or hears something about them 
that gives him an excuse to do so. On 
his trips he will send cards or telegrams. 


Rosenblatt 


| He feels that it is very essential to keep 


Rosenblatt does not believe that | 


_ The Story of The Inter-Southern Life 
OQ WHY SHOULD THE SPIRIT OF MORTAL BE PROUD? 


The auditor of Cuyahoga County, Ohio, has tabulated the number of deaths and estates 


Number who had estates up to $300 


on friendly terms and let the policy- 


| 


Number of estates pro- 


KENTUCKY 
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New Policies 


New and appealing line of 
policies being written. 
Rates exceptionally attrac- 

tive. 
Unusual contracts toagents. 
Several splendid agencies 
open in Iowa. 
Write for information. 
Louis H. Koch, President 


NATIONAL 
AMERICAN 


LIFE INSURANCE COMPANY 


Burlington, Iowa 








MORE THAN 507% 


of the business written by some of our larger 
agencies is a direct result of the Fidelity lead 


service. Our agents interview interested pros- 
pects— le who have written the Head 
Office for information. 


Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 

Walter LeMar Talbot, President f 
A few agency openings for the right men 


holders know that he is thinking about 
them and has their interest at heart. 


Does Not Wait for Prospects 


Mr. Rosenblatt said that he never 
tarries at man’s office, sitting in an ante- 
room or lobby waiting for him. He 
thinks it leaves a bad impression on 
the man himself and on those that see 
him. If he finds that he cannot see a 
man in the course of five minutes, he 
leaves. Mr. Rosenblatt said that if he 
had any time to squander he would 
spend it in his own office. He wants to 
leave the impression all the time that 
he is busy, that he has not a moment 
to spare. He meets his prospects or 
policyholders on the street and he does 
not allow them to get the notion that 
he has any time to kill. Mr. Rosenblatt 
declares that if a life insurance man is 
habit of hustling, his friends think of 
him as a great worker and that en- 
genders confidence. One of the big 
possessions that a life insurance sales- 
man should have is the faith of people 
in him. When people believe in him 
and feel that what he says is true they 
will do business with him. He aims to 
play fair with everyone so that his 
reputation will always be the best. 


Keeps Off of Price 


When a prospect begins to ask him 
the price of insurance Mr. Rosenblatt 
says that he will not be able to tell 
him just the figure because his com- 
pany writes sub-standard business and 
he will not know until the medical ex- 
amination whether he can quote a stand- 
ard rate or not. He expresses the hope 
that the medical examination will result 
satisfactorily. However, he says that 
no one can tell these days what impair- 
ment there will be. 


Up Against a Hard Case 


Not long since one of Mr. Rosen- 
blatt’s friends introduced him to a man. 
The friend told this man that Mr. 
Rosenblatt was one of a big life in- 
surance producers in Chicago; that he 














GENERAL AGENT 
at INDIANAPOLIS 


—for such a big opportunity demands 


lots of driving force in the man who 
will make the most of it. There is no 
limit to what you can do in Indian- 
apolis, 


Moreover, we will help you produce, 
for we have a well organized depart- 
ment to help you find business and 
close it; our policies have new selling 
features and settlement provisions, not 
yet issued by any other company, and 
our percentage of rejections is one of 
the lowest in the country 

The man we seek is already a big pro- 


ducer, a splendid organizer, a man of 
high social standing, of at least $25,- 
000 in assets and capable of earning 
from $12,000 to $25,000 per year. For 
this man we have a contract direct 
with the home office, embracing a lib- 
eral first year commission, a renewal 


commission, a collection fee, an office 


allowance and a_ business-development 
allowance. 
Can YOU qualify? Meet the first require- 


ment by writing to us at once. Address H-93, 
care the National Underwriter. 

NOTE: We also have an unusually attrac- 
tive, special contract for good salesmen 
whose experience is limited. 








always went in a taxi-cab and that he 
did not fool with $1,000 policies. This 
man remarked that if Mr. Rosenblatt 
|ever tried him he would not purchase 
over $1,000. Mr. Rosenblatt got in a 
taxi-cab one day and went down to 
the man. The prospect received 
with considerable bravado because 
Rosenblatt would not 
| be able to break him down. The man 
'remarked to Mr. Rosenblatt, “Well 
see you brought your taxicab and the 
| chauffeur. Let the old taxicab meter go 
ahead. It does not matter to me. It 
has no effect on me. You might as 
well dismiss it because I know your 
game.” 
How Approach Was Made 


Mr. Rosenblatt got off a 
two and then said that he wanted to 
talk to the man confidentially. He said 
| that he did not go there to talk life in- 
surance particularly to him. He did 
say, however, that a man in his stand- 
ing should not take less than $25,000. 
He told the prospect that he was not 
asking him to take the policy but he 
wanted him to promise that he would 
file a signed letter that Mr. Rosenblatt 
would leave with him with his life 
insurance and other papers so that it 
could be found in case ot death. In this 
letter Mr. Rosenblatt addressed the 
prospect stating that he regretted very 
much that he did not take the insur- 


sce 
him 
he knew that Mr. 


story or 


ance. He used a number of arguments 
why the insurance should be taken to 
protect his family. 

“Now,” said Mr. Rosenblatt, “1 want 
your family to know that I did my 


They will run across this letter in 
looking over your papers. They will 
that you had the opportunity of 
purchasing $25,000. You made light of 
it and turned it down. I do not want 


duty. 


see 
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to be condemned. Your family would 
have good use for this money. I think 
that they would have a fonder memory 
of you if they felt that you had looked 
after them to this extent.’ 

Mr. Rosenblatt said that he did not 
want to have any burden on his own 
conscience regarding the insurance. A 
letter would relieve him of responsi- 
bility. If he took this $25,000 Mr. 
Rosenblatt said that the assured would 
take pleasure probably in 10 or 15 years 
in that time in going out to the ceme- 
tery, standing by Mr. Rosenblatt’s grave 
and expressing gratitude that he did this 
act for him. This interview was going 
on for 15 minutes or so and Mr. Rosen- 
biatt was hurling hot shots. The man 
finally brought down both fists on the 
table and said, “Rosenblatt, dismiss that 
taxicab. It is getting on my nerves. 
I will give up. I will take the $25,000 
but I do not want to see that taxicab 
out there and I do not want that fel- 
low walking back and forth in front of 
the office any longer.” 


Pride in Persistent Record 


Mr. Rosenblatt takes particular pride 
in his persistent record so far as his 
business is concerned. His lapses are 
few and far between. He says that he 
keeps cash values in the dark. He does 
not mention them unless he has to. 
“The less a man knows about cash 
value, the better it is for him,” said 
Mr. Rosenblatt. “When a man comes 
to borrow on his policy I never give him 
the full equity. I always discount the 
year. I know that the man is probably 
on a strain. He is using his funds to 
pay some obligation. I feel sure that 
he will not be able to meet the forth- 


coming premium. Therefore, I leave 
enough equity in the policy so that I 
can tide him over if necessary. I get 


him to pay part of the premium and then 
give him a loan for the balance. Very 
frequently it is necessary to help a man 
over the premium paying period by 
splitting up the amount, by taking a 
portion, by making a loan or by using 
some other device to carry him along. 
The point that I want to leave with 
my assured is that I am very sincere 
in my desire to see their insurance con- 
it in a serious 


tinue. They should buy 

way. They are buying it for some pur- 
pose. The purpose is still there. There 
is use for the insurance. Therefore it 


is up to me to exhaust every resource 
before a man allows his policy to drop. 
If there is any way at all that I can 
keep a policy in force I do it. I do 
not want to have a lapsed policyholder 
on my hands. When a man does lapse 
I know that it is absolutely impossible 
for me to do anything to keep his in- 
surance in force.” 

Mr. Rosenblatt has two sons directly 
associated with him in his agency, 
Bernard S. and Leonard S. Another 
son, James S., who is a general insur- 
ance broker in the office of Eliel & Loeb 
in Chicago, produces over $300,000 a 
year for the State Life. Mr. Rosenblatt 
is the leading producer of his company 
and has been president of its $100,000 
Club since the organization was formed. 
Bernard S. is associate general agent. 





Omaha Companies Meeting 


meeting of the Associa- 
Insurance Companies 
was held Friday. Membership in this 
association, which was organized one 
year ago, is limited to companies hav- 
ing their home offices in Omaha, and 
embraces all lines of insurance, includ- 
ing life, fire, health, accident, automo- 
bile, casualty and indemnity. The pur- 
pose of the organization is to arouse 
local interest in home companies. Nine 
directors were elected to serve for the 
ensuing year. Dr. W. R. McGrew of 
the Prairie Life was elected president; 
P. K. Walsh of the National Security 
Fire, vice president; J. W. Hughes of 
the Guarantee Fund Life, secretary, and 
Dr. N. L. Criss of the Mutual Benefit 
Health & Accident, treasurer. 


annual 
Omaha 


The 


tion of 


To Dedicate New Building 


the latter part of July has 
selected for the dedica- 


Sometime 


been tentatively 








tion of the new 13-story home of the 
Provident Life & Accident of Chatta- 
nooga. 

Contractors estimate that the building 
will be completed well within that in- 
terval. Most of the exterior work is 
now finished and the interior is being 
pushed to completion at top speed. 

Dedication plans call for an “open 
house” program during which the citi- 
zens of Chattanooga will be shown 
through the building and given souve- 
nirs of the occasion. The Provident 
building is generally regarded as the 
handsomest in the city and the company 
is receiving general congratulations upon 
erecting so handsome an addition to the 
city’s skyline. 





Use of Business Insurance 


A concrete example of how business 
insurance helps is told by the New York 
Life through one of its agents, Miss 
Julia N, Harris of Tacoma, Wash. On 
Noy. 3, she sold the International Heath 
Unit Tile Company $20,000 insurance 
on the life of its president. He left soon 
after for Europe on company business. 
The New York Life was able to issue 
only $10,000. On Jan. 6 the president 
died in London before completing the 
business he was sent over for. The 
$10,000 was not enough to reimburse 
the members of the company for the 
money expended by him. 





Only high-type men and women can obtain 
contract to represent this company. 


Gece territory in Ohio and Minnesota. 
Agent’s contract di- 

am with Company backed real eo- 

operation. 

Cumwrow Matonay 

President 
A. Mosaizy Horxins, Mansger of Agencies 
Home Office Building 


111N. BROAD ST.. PHILADELPHIA, PA. 
Capable Policy-Placers 


can always find a satisfactory oppor- 
tunity for work with this Compan 
in good territory—men who can co 
lect the premiums as well as write 
the application. Why not make 
inquiry now? 


Union Mutual Life Insurance Co. 


PORTLAND, MAINE 
Address: 


ALBERT E. AWDE, Supt. of Agencies 





Jacxson Matonszy 
Vice-President 




















HOME LIFE INSURANCE CO. 
New York 


ETHELBERT IDE LOW, President 


The 64th Annual Report shows: 


Premiums received during the 


Sy WEN scctanuntoustaneed 
Payments to Policyholders 
and their Beneficiaries in 
Death Claims, Endowments, 
, GUM on enuccaces 54 
Increase in Assets........... 2,401,587 
Actual Mortality 56% of the 
amount expected. 

Insurance in Force........... 247,373,218 
Admitted Assets ............. 48,655,222 
FOR AGENCY APPLY TO 
HOYT W. GALE 
General Manager for N Ohio 


orthern 
229-233 Leader-News Building 
CLEVELAND, OHIO 












































—JIn the Matter of 


Agency Cooperation 


Much can be said about agency coopera- 
tion and the wonderful opportunities for 
new men to affiliate themselves with The 
Central Life of Illinois. We might go on 
at some length in describing our size, our 
age, our resources and other factors but 
after all, it’s the agent who has been in the 
field for several years who can say most 
about our company. We'll leave it to him 
to answer and he has already answered in 


New Home Office Building many instances. 
720 N. Michigan Ave. 
Chicago 














Central Life agents are satisfied. They 
are not drifters. They stay in the Central 
Life family because they receive the kind 


Agency Openings in 
— \S a of help they need. They are men who have 


~—ee ‘ made good and their connection with The 
iT anene Central Life is a source of constant grati- 
lowa fication to the home office personnel. 
South Dakota ; ; 

Texas There is opportunity, now, for men who 
Missouri want permanency with a company of un- 
Nebraska derstanding. 

Michigan 





| | The Central Life Insurance Company of Illinois 


720 N. Michigan Avenue | 
CHICAGO, ILLINOIS 
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Thirty-first Annual Statement, January 1, 1924 


Illinois Life Insurance Company 


CHICAGO 
JAMES W. STEVENS, Founder 


GREATEST ILLINOIS COMPANY 


ASSETS 
ND i cis an nd anadneaawed $ 4,867 ,906.03 
U. S. Liberty Bonds 1,193,684.50 
Cash in Offices 
$213,519.99) 
Real Estate, Unincumbered........... 
First Mortgages on Real Estate and Col- 


and Banks (at 


lateral Loans 11,452,077.00 
Loans to Policyholders not exceeding 
3,169,772.53 


233,030.50 


Reserve, fully secured by policies. . 
Accrued Interest 
Net Deferred Premiums and premiums 
in course of collection (less expense 
loading on same), wholly secured 
by legal reserve and other credits 547,508.17 


$23,708,932.61 


LIABILITIES 
Death losses due and unpaid 
Death Losses in process of payment and 
proofs of loss not yet completed. .$ 


Reserve to cover amounts not yet due 


Legal 


policies as computed by the Illinois 


Reserve to protect outstanding 


Insurance Department 
Premiums and Interest paid in advance 
Miscellaneous Liabilities 
Survivorship Investment Funds....... 
Reserve for Contingent Liabilities 
Capital and Surplus 


None 
64,455.00 


69,839.22 


19,207,846.00 
83,161.24 
160,119.77 
1,879,106.02 
207,716.89 
2,036,688.47 


$23,708,932.61 


Payments to Policyholders and Beneficiaries since Organization, $24,940,555.79 


FIVE YEARS RECORD 


Interest Income 
Premium Income ..... 
Admitted Assets 
Insurance in force 


Year Ending Dec. 31, 1918 


2,817,845.45 
15,419,825.57 
90,043,984.82 


Year Ending Dec. 31, 1923 

752,813.10 $ 1,168,288.40 $ 
4,341,381.42 

23,708 ,932.61 

150,301,990.62 


Home Office of the Company 


Illinois Life Building, 1212 Lake Shore Drive 


INCREASE 
415,475.30 
1,523,535.97 


8,289, 107.04 


60,258,005.80 


The ILLINOIS LIFE is the Dean of the Legal Reserve Life Insurance Companies of Illinois 





